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New...exciting space wars 
4 or 2 player video game 
featuring full color monitor. 
Engineered by Namco Ltd./ 
Manufactured by Midway. 


y A BALLY COMPANY 
10750 W. Grand Ave. 
La Franklin Park, IL 60131 
Phone: (312) 451-1360 


For Service Information- 
Call Toll Free: 800-323-7182 
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WA oooh oes a Fe vn cokes vie dete edenvescvis 
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switching over to token play at your arcade. 
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A spotlight on Mother's Pinball outside Chicago. Writer 
Tony Licata tells what sets this arcade off from others. 
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opening up. 
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Other Joys of Being an Arcade Operator........... 84 
Dick Welu shares with us the never-ending little pleasures 
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brother-in-law Vito’s Syndicate. 


Prom te Gols. . 66s eh eek ce oc eb 
AAR aces vp ben a eo eh es ok eee ke ke 
Coinman of the Month. ..............cceceeeeeeee. 8 
RPO se 655103 yes cs 3s UR G Melee. ce, 
Special When Lit..........0...00 cee ccnccccccess. 40 
PONS oe iu Geeonreey Boeke pon ab ec ee 
BOUIDMIGIE PON... ss isco cc bececs elke ee 
WUIGIIUPOCUUPING 6.5 65 ilo ooo ls oo obo hk. 
rei ee so si cw or Ea as hak 
Technical Topics...........c0ccccececccucccccee.. 88 
IG © COMNOP oy coc as oa cd owe hve one bee co einnc:, 
TOW PI OOUONG son icc bs vse ties biebnie. See ee 
SU Be ae ae ene Reena ae eee | 
WOO EB NGI osc Ses baa oes te oe oe aS ea a ee 


From the Editor 


They came, the saw, and they conquered. They came from all over the 
United States—from as far away as Hawaii, Japan, Canada, Mexico, 
South America, and England. 

They came to be part of the first annual Amusement Operators Expo. 
They saw a host of new equipment unveiled for the first time. And they 
conquered mutual problems and learned the benefits of open 
communication and the exchange of ideas. 

They are the free thinkers of our industry and are indeed the new and 
upcoming leaders. We thank them because they made the first ever 
Amusement Operators Expo a resounding success. 

(Because of the closeness of the event to our press date, we were unable 
to provide complete coverage of the event in time for this issue. Complete 
and exclusive coverage of the show will be in our next issue.) 


While the actual attendance figures were still being computed at 
presstime, the end figure was approaching the 1,500 mark. For a first time 
effort in this industry, that would have to be a record figure by anyone’s 
standards. We feel the turnout of operators served to prove the real need 
for an operator-oriented trade show—one that emphasizes education as 
well as exhibits. 

As for the exhibits, there were a total of 140 booths taken up by 55 of 
the industry’s leading manufacturers and suppliers. They too saw spring as 
an ideal time for such a show. To the delight of many of these exhibitors, 
the Amusement Operators Expo turned out to be a selling show. Several 
exhibitors, in fact, did so much business at the show they expressed their 
intentions to enlarge their exhibit space next year — some even talking 
about doubling spac. 

From the operators’ viewpoint, the event had much more to offer than 
just an outstanding lineup of exhibitors. A total of 22 hard-hitting 
information-packed seminars were held during the three-day show with 
topics zeroing in on a wide range of operator-oriented problems. There 
was even a seminar session dedicated exclusively to distributor personnel 
that was well-received. 

Probably the most significant aspect of the event was the extreme 
interest shown by everyone in the seminar program. Four hundred 
operators registered for well over 1,000 seminar seats during the course of 
the show. And many of the seminars which were originally scheduled to 
hold classes of 30, 40, or 50 operators, ended up instead with registrations 
of 70 or more — even reaching 100. 

The overwhelming success of the seminar program left no doubt that the 
major reason for the show was well-founded— operators are keenly 
interested in improving themselves and their operations. And they see the 
seminar program as a vital avenue to accomplishing that goal. 

Plans for next year’s show are already underway. The city of New 
Orleans proved to be such an ideal site for the show that every effort is 
being made to schedule a return visit for at least one more year. A number 
of improvements are being implemented to make the show even better 
and more responsive to the needs of exhibitors and attendees alike. 
Among them, badge changes and prices will be effected, and seminar 
sessions will be rescheduled so as not to be in conflict with the exhibit 
hours. 

But we have made a start. Every effort is being made to make this show 
the most meaningful and important event for the entire industry. 


a oe | 


Ralph C. Lally II 
Editor and Publisher 
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A simple headcount in arcades 
will tell you if the operator 
relies on C.A. Robinson & Co. 


QUESTION: Why do you suppose so Eg 
many of these arcade operators 
know to turn to C.A. Robinson 
& Co. for all their needs? 


ANSWER: Because they know 
in this industry where the 
games specialists are. 


And for 44 years it has been doing just that, 
with a reputation for unsurpassed service and reliability 


Representing: 


ALCA EXIDY SONIC 

ALLIED FRANTZ STERN 

AMERICOIN GAME PLAN TAITO 

ATARI GREMLIN TOURNAMENT SOCCER 
BALLY MIDWAY U. S. BILLIARDS 
BALLY GROUP GAMES NAMCO UNIVERSAL 
CINEMATRONICS POLAROID VALLEY 


C.A. Robinson & Co. 


2301 W. PICO BLVD. , LOS ANGELES, Cal. 90006 Tel.: ( 213) 380-1160 
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Are Electronic Service Repairs 
Diluting Your Profit? 


Take a few moments to figure out just how much you spend each year on electronic 
related service repairs. Odds are you’re probably spending much more than you 
should ... if you haven't equipped your service technicians with Kurz-Kasch’s electronic 
digital test equipment. Operators and distributors who are now using our digital test 
equipment tell us they have reduced their trouble shooting time by as much as 80%. 
We would like to tell you more about our digital test equipment. If you would like to 
reduce your trouble shooting time and improve your profit, send us the coupon below. 


HL-480 


Signature II 


LP-470 


e HL-480, Universal Pulser — A multi-family pulser with self sensing, automatically 
changing logic levels. The HL-480 has current sourcing or sinking capability of 1.5 
amp and will allow manual single pulsing for jogging or for single stepping circuits. 


e LP-470 Multi-Family Logic Probe — The LP-470, a 50 MHz probe, using true 
threshold levels, is switch selectable to the required logic family. Designed with an 
input impedance of more than 2 meg ohms, the LP-470 will not load down circuits 
under test. 

e TF-650 Universal Test Fixture — Designed to bench simulate the controls and power 
supplies for digital gameboards, the TF-650 eliminates the requirement of relocating 
the defective game to a service center for repair. 

e Signature II (Signature Analyzer) — The Signature I! allows quick, easy and accurate 
trouble shooting of MPU and other digital circuits, including video circuits, counter 
chains and asynchronous circuits. Designed for either production or field 
applications, Signature II will accurately test RAMs, ROMs and PROMs and reduce 
trouble shooting time by as much as 80%. 


Kurz-Kasch, Inc. 
Electronics Division 
2271 Arbor Blvd. ¢ Dayton, Ohio 45439 


LJ Please send HL-480 Specs. 0 Please send LP-470 Specs. 
LJ Please send TF-650 Specs. O Please send Signature II Specs. 
CJ Please send all above and have salesman call. 


Kurz-Kasch, Inc. 


Name 
ELECTRONICS DIVISION Title 
(513) 299-0990 Company 
Address 
City State Zi 
Telephone(  )____ Ss ——"_CSC#'K*7t. 
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Mailbox.... 


Not a ‘copy’ 


On page 61 of your March book 
you show a picture in the lower 
right corner (i.e., IMA Show). 
The picture shows a wide screen 


video game of which the caption 
reads, “There were about fifteen 
different versions of Namco/ 
Midway’s Galaxians The copies 


came in all sizes, colors, and 
configurations.” 

The game pictured is Astro 
Fighter [by DECO— ed. | licensed 
in Germany to Video Games 
GmBH. This is no way a copy or 
near copy of Galaxians, nor 
should it be referred to as a copy. 

Hal Watner 
Data East Inc. 


Palo Alto, California 


Virginia untaxed 


In your March 15th issue on 
page 20 regarding the status of 
license/taxes in Virginia, you 
have listed a $1,000 operators’ fee 
per year as the current fee for 
operators having any number of 
pieces of equipment. 

This is in error, since this 
license/tax was completely abol- 
ished through the efforts of 
AMOV in 1977, and a fairer and 
simpler gross receipts tax by 
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localities was imposed. 
Lou Corso 
Amusement and Music 
Operators of Virginia, Inc. 
Richmond 


(Editor— Thanks for the update. 
Please see our continuing run- 
down on licenses/taxes in this 
issue. | 


Hornick, please 


In the March 15 issue of PLAY 
METER Zac Oliver wrote a re- 


view on “Electronic Pinball Elec- 
tronics for Pinball Mechanics” 
Vol. I and II, by Robert A. 
Hornick. 

It sounds like an interesting 
set. Who is the publisher and 
what is the cost? 

C. Kubota 
Taito Corporation 
Tokyo 


[Editor—Hornick’s books are 
published by Laserscope, Ltd. 
and are available from WICO 
Corporation, Niles, Illinois 60648 
at $19.95. | 


50 USED LATE 
SOLID STATE 
PINS. 


Beautifully reconditioned, 


too numerous to mention. 
Call collect. 


Reconditioned Arcade Equipment 


Atari Breakout...........:0::. 


Atari Sprint One.......... 00 cce eee eee eee eens 895 
Atari Starship One.........20 0c eee e eee eee 745 
Atari Canyon Bomber ........000eeee cece eee eee eens 645 
Atari Football... .. 0-0 cence cn neces nsacceeneecccnsssens 1095 
Atari Sprint Eight. ......... 000 cece eee eee eee eee 2495 
Atari Quiz SHOW « oak cies cect cee anecs cee cceencete sews 295 
Cinematronics Sundance........222eeeeeenneeeneeeeee 1595 
Exidy Death Race ..........ccccee cece eee e eee e eee e ene 795 
Exidy CircuS.......cccccsccccccccnnncceneeessesseneues 395 
Gremlin Depth Charge.........0ccceeeeeeeeeeeeeneeeees 645 
Gremlin Blockade. .......cccesncccssncnnncccccsssccees 295 
Meadows: LANCS «i. sics i ccser cess temeesacsesecee ewe ees 495 
Meadows Laser Command........00000eeceneeeeenneees 295 
Meadows Bombs Away .......:sseseeeeeeneeeeeneeeees 325 
Midway Gunfight.......... 00 ccc ence eee eee eee eee eeeee 595 
Ramitelk TriViGs ccd cdcccewaes ctweec ene rte een eo be tees 295 
Sega Plinker’s Camyon.........00ccceee cence eee eeeeeeeee 1995 
Vectorbeam Speed Freak.........00cceceenneenneceees 1395 
Special 
NRI 30-08-003 X-changer, Drum Payout with base. Factory 
FOGCONCITIONG: «sees dea ce deen ee ene ive cde vases eee es $1195 


Advance Distributing Company, Inc. 


2820 North Grand Boulevard 
314-652-1600 


e St. Louis, Missouri 63107 


Coinman of the Month 


TED OLSON 


Ted Olson, 36, started in the coin-op business in 1972 
as an accountant for Atari When Pong was still on the 
line. Two years later he left the Sunnyvale, California 
manufacturer and turned his efforts toward operating on 
a full-time basis. First, it was a street operation, Syzygy, 
with stops in pizza parlors, bars, etc. Then, after a short 
time, he opened his first Time Zone amusement center in 
San Jose, California in November, 1974. 

He sold Syzygy in 1976 and, this past November 30, 
sold all nine of his Time Zone stores to Aladdin’s Castle [a 
wholly owned subsidiary of Bally Manufacturing]. 
Remaining on as president of Time Zone, he is currently 
involved with the leasing negotiations for new stores and 
with new store construction. Time Zone’s nine locations 
are all in the northern California area, from Fresno to the 
northern California border. Six of them are in enclosed 
mall environments, which most agree is the premium 
amusement center location. 

Married [his wife’s name is Barbara] with two sons 
(Jeff, 11, and Kevin, 9]— Ted Olson is a graduate of the 
University of Montana with a Bachelor of Science degree 
in Accounting. Before becoming involved in the coin 
machine industry, he had worked for United Airlines and 
a couple of electronics firms, then moved into the 
industry, via Atari, because he was looking to get into a 
higher level of finance, preferably either as a controller or 
vice president of finance. 

Most recently, Ted chaired the “Starting and Managing 
an Arcade” seminar at the Amusement Operators Expo. 
Our interview with this successful arcade operator was 
wide ranging touching on various topics from his view of 
the enclosed mall situation, token operations, game mix 
and rotation, and several other subjects. 
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PLAY METER: Enclosed malls are, of course, the prized 
locations. But, outside of that, what do you look for in 
an amusement center location? 
OLSON: I can give you an example with one of our 
locations which I think is ideally located. It’s in an 
entertainment complex—a group of restaurants and six 
theaters. That was our primary reason for going in there. 
Now, because of all the entertainment around it, we 
realized a tremendous amount of runoff from those other 
businesses into our stores, especially on the weekends. 
And it’s also located in a neighborhood where there 
are a lot of apartment houses around. Because of those 
types of dwellings in that area, there were a lot of young 
single people and young couples in the area, and most of 
the apartments didn’t have any children. So we had a 
slightly older age group to draw from. Normally, in a 
mall, you might be looking at a 13—17 year old group, 
but at this location wehad an 18 and above age group to 
to draw from 


PLAY METER: This probably means that you have a 
slightly different game mix in that store? 

OLSON: Yes, it does. We seem to have quite a few more 
pinball games, and we're able to put in more 
sophisticated video games. And we also can go with an 
Air Hockey in there because the adults enjoy that. But 
generally you'll find that with older groups you end up 
going with more videos. But at this location we are still 
talking about 18 year olds, and pinball is still very high in 
that age group. 

Pll tell you the thing I discovered about this type of 
clientele, and that is you have to keep the very newest of 
pinballs in the store. The older players will still play the 
pinballs, but only if they see that it’s the highest 
technology or the latest thing. 


PLAY METER: Now, as for those other types of 
locations, how do you go about breaking the ice with mall 
developers today? 

OLSON: I guess most of the ice has already been broken 
with mall developers. Most developers have been called 
by dozens of operators, from the very large to the very 
small. And so the thing that matetrs to them now is the 
experience. The thing that works best with a mall 
developer is being able to show him something. For that 
reason, I think it’s almost impossible for a new operator to 
break in with a new mall developer today. His best 
chance for success would appear to be in the already 
established malls, if an opening comes up. 


PLAY METER: How many square feet do you need for a 
decent size arcade today? 

OLSON: That seems to be changing somewhat. | felt that 
1500 to 2500 square feet was the ideal size for a game 
center, but because of the increase in the cost of 
construction and the cost of leasing space, I think we can 
expect to see that change a little bit. So the ideal size 
today is probably in the 1500 to 2000 square foot range. 
You see, the cost is making that come down sightly. 

In the past you could sign up for six to nine dollars per 
square foot rent (annually), and you could commit 
yourself to 3000 square feet and not feel uncomfortable 
about it. In fact, there were cases where people who 
signed up for 4000 to 5000 square feet just blocked off 
the space they didn’t use because the rent was reasonable 
enough they could afford to do it that way. 

But now, when you're paying $20 a foot and above, 
you can't afford to have a lot of unused spaces. And that 
$20 a square foot doesn’t take into consideration your 
CAM (common area maintenance) charges, taxes, 
insurance, and the rest. 

Then, of course, if your gross is such that ten percent 
of your revenue exceeds the annual lease, it’s pretty 
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ELECTRONIC 
GP-DOWN 
COGNTER 


stock n° 27-303 
price fl. 256,- 


REPLACEMENT FOR: 
ace — BALLY — 
BELLFRGIT — 
JPM — ETC. 


SUZ O)rravinc COMPANY B.V. 


Schonebergerweg 85-87 
Rotterdam 
Tel. 010-766848-760252 


standard that you pay that instead. 


6 JOKE PLAY METER: So it appears that, among established 
S$ arcade operators in enclosed malls, the whole thing boils 


down to a bidding war of sorts. Is that true? 
OLSON: There are a small number of game center 
THIS MACHINE IS operators who are now seeking new mall locations, and it 
LIKE HOLDING A has become something of a bidding war with them. But, 
ROYAL FLUSH... more important than that, | think these developers are 
YOU CAN’T LOSE finding they have to be careful about who they put in their 
WITH THIS GREAT malls. So. for that reason, they are looking for operators 
MONEY MAKER! with the best of reputations. They are looking at the ways 
they operate their other stores—and, by that, | mean how 
they manage their stores. 

[ think that of the top four or five game center 
with Redeemable ticket or 1 f: 
tokené ance le maulaccole operators in the country today, you ll find that they all 
operated from 10 cents to have pretty much the same appraoch to decor and store 
25 cents. A colorful real fun management. Some may be just a little bit better than 
machine loaded with action others in some areas, but what the mall developer is 
and excitement. Designed looking for is how the operator is going to operate his 
to encourage continuous store. And. of course, the mall developer is looking for 


play. Want a sure thing.... someone who can pay his bills, too. 
don’t delay — order now! 


This machine is available 


PLAY METER: Do mall developers show much concern 
WRITE TODAY OR about game rotation, since it could mean additional 
CALL COLLECT... earnings for them too? 

OLSON: Yes, they all pay attention to that kind of thing. 
BETSON ENTERPRISES They also have learned through experience which 


6 Empire Blvd., Moonachie, N.J. 07047 pastes ah going do the job as far as rotation and 
201-440-2200 which operators aren. 


PORTALE AUTOMATIC SALES PLAY METER: What kinds of presentations do operators 
1319 West Pico Blvd. make before mall developers today? 

Los Angeles, Calif. 90015 OLSON: Very professional ones. They'll show slide 
other offices in San Francisco shows. small movies, that sort of thing. This is especially 
true with new developers who aren’t familiar with our 
type of business. These presentations show them the 
way things happen—the way it is constructed, the way it 
‘s run. the how and why of game rotation, and so on. 


PLAY METER: Would you say that, in general, arcade 
revenues are on the increase, on the decrease, or have 
leveled off? 

OLSON: Arcade revenues are on the increase, and that’s 
because of two factors. First of all, the technology in the 
games is just tremendous, and that has opened up a lot of 
new varieties and has made the games more interesting 
for customers. And, secondly, I believe we're seeing a 
wider acceptance of game centers in malls. There are a 
lot more people coming into them who wouldn’t have 
come in before. 

Then, of course, you could say that higher pricing has 
helped increase revenues also. This is especially true with 
pinballs. We’ve gone from two plays for a quarter on 
five-ball play, to one play for a quarter on three-ball play. 
So we have seen a fair increase in revenue that way too. 


PLAY METER: | understand that you use tokens in all 
your stores. Why is this? 

OLSON: I had been on quarters for about three years 
and found that I was doing a great deal of the collections 
myself, and that was requiring too much of my time. And 
besides. | was constantly bothered about the threat of 


Our UNIVERSAL-FOUR 


oe _ ial pee <4 burglary or robberies. 
es chute a Greenwald priginal design | also felt there would be a little more opportunity for 
ets you increase prices in 60 seconds me to institute promotions with tokens. And | realized, 
from 25¢ to $1.00, without changing coin chutes. after switching over to tokens, that tokens probably had a 


good deal to do with the kinds of income. my stores 


ALD INDUSTRIES produced. 


Division of Walter Kidde & Company. inc 


1340 METROPOLITAN AVE., BROOKLYN, N.Y. 11237 © TEL. 212 456-6900 
TELEX: 1-2281 CABLE ADDRESS: GREENCOINS NY PLAY METER: What was the best promotion you used 


in connection with tokens? 
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THE PINBALL PROPHETS 


Pinball Forecast 
Recovered 
From Pas 


(See inside) 
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FROM THE 


BOUNDLESS MINDS 
OF SAM STERN AND 


A CONFERENCE REPORT 
DATE: May 15, 2357 


TO: All Stern Uni-Wide Lastronics 
Board of Directors 


FROM: XR Kon Jobby II, 
VP Product Development 


RE: The Predictions of Two 
20th Century Pinball Pioneers 


Recently, I uncovered some startling infor- 
mation. It seems two of our company’s 
early predecessors made predictions about 
the future of pinball back in 1980. 

Gentlemen, if not for Sam Stern and 
Harry Williams, it appears pinball would 
not be the game it is today. Evidently, they 
led us to where we are. 

With uncanny accuracy, they forecast 
the evolution of pinball. How, I ask myself, 
was it possible? How could Harry Williams 
possibly have known that Neutroactive 
Pneumatics would one day revolutionize 
the industry? Was it just a good guess? 

Or truly a vision! 

Our recent AtoMagno flipper innova- 
tion is another case in point. Sam Stern 
saw it coming almost 350 years ago—long 
before the discovery of Luranium. Was he 
genius? Or prophet? One may be led to 
think both! 

I also would like to add that many of 
their prophecies went beyond pinball and 
into the socio-eco-political order. No area 
was left untouched. 

Together, they envisioned the forma- 
tion of the New, New, New, New Chrysler 
Corporation. 

They forewarned us that yogurt would 
one day be judged a health hazard. 

They predicted that beer would even- 
tually fuel our automocruisers. (However, 
they never foresaw the present shortage 
of imported brews.) 

In closing, let it be known that one of 
their predictions has yet to come to pass. 
The creation of Scannerball. 

Gentlemen, I have their designs! We 
shall begin work first thing in the morning 


“You ain’t seen nothing yet?? 


STERN Electronics, Inc. 1725 Diversey Parkway, Chicago, Illinois 60614, 312/935-4600 
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“We try to keep our pinballs at 35 percent of the total 
equipment in the store.” 


OLSON: We did something like a club card type of 
promotion that allowed anyone to buy this club card for 
fifty cents for a period of one year, and during that year 
the club member could come in to our store once a week 
and have two games. So really it was a $26 value for 
about fifty cents. The card was done very simply with fifty 
numbers around the edge of it, and we marked the week 
numbers in our store. And when someone came into the 
store for that week, we punched his card and gave him 
two free games. And if he missed a week, he lost his two 
free games for that week. 

The reason we did it was because we were wanted to 
encourage a_ regular clientele. We had _ realized 
beforehand, from a survey we had done, that there was a 
tremendous amount of return play in our stores. And 
since we wanted to encourage an even greater amount of 
return play, we felt this was the way to go without actually 
costing the company any money. We felt it would also 
create a lot of good will among our players. 

Well, the promotion had tremendous acceptance. We 
sold literally thousands of those cards, and many, many 
people renewed them every year. As a matter of fact, we 
had a lot of adults who bought them because they were 
business people, and they would come in at lunch time, 
maybe once a week, maybe more often, and play the 
games. 


PLAY METER:Where would you locate the token 
changers in your store? 

OLSON: We would locate the changers close to the rear 
of the store so that it would draw the people into the back 
of the store so they could see all the games we had to 
offer. I think if you put them in the front of the store, 
people are likely to abuse them. Also, a lot of people will 
walk right past it if it’s in the front of the store, but if the 
changer is located in the back, they'll be looking for it all 
the way. 


PLAY METER: And you feel tokens have simplified your 
cash control methods? 

OLSON: Yes, it does simplify them. It allows for a lot 
more security. We were able to make a deposit every 
day, and so there was never any money in our stores 
overnight, except for the small change fund we always 
kept on hand. 

Because of this people realized very quickly that by 
breaking into our machines all they would get would get 
would be tokens, which they would have to turn around 
and spend in our store anyway. So our small theft from 
people breaking into games dropped almost to zero 
within a year. 
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“We had realized a tremendous amount of return play 
in our stores.” 


PLAY METER: How do you go about setting up your 
arcade to insure a good traffic flow? 

OLSON:We try to maintain a balance throughout the 
store, and we try to change it around as often as we can 
because people will come into a store if it looks different, 
even if there aren’t that many new games inside. I think 
you should have some good games located at the front of 
the store and some more good strong games near the 
back of the store so that you can draw people all the way 
through the store to see all of it. 

Generally, we keep pinballs toward the rear of the 
store. Our other consideration is that, especially if you 
have a lot of young people, you can’t put all your good 
games in the front of the store because it will cause a 
tremendous amount of congestion, and a lot of adults 
who might have come in are going to feel threatened and 
won't come in. 


PLAY METER: What have you found as far as the 
maximum allowable machines in a given area? 
OLSON: That really has a lot to do with the total amount 
of revenue you're going to do in a store. There are some 
optimum positions to take for games. But there is a great 
difference between having a store that does $125,000 to 
$50,000 a year as opposed to a store that does $300,000 
a year. 

i own theory about the thing is that people like to be 
crowded. And any place that ever does well is crowded. 
People like to be close together. I know a lot of people 
may complain about it, but they like it. When your store 
looks full, people like it, and they come in. So, to answer 
your question, I never really bothered with making a lot 
of room for people to play because they seem to enjoy 
being crowded together. And it doesn’t scare the adults 
away—unless the store allows teenagers to loiter. But as 
long as people are spending money and they're moving, 
there’s no problem. | think what adults feel threatened 
about is groups of kids loitering and not spending money. 


PLAY METER: What percentage of your games are 
pinballs? 

OLSON: We tried at first to keep our pinballs at 25 to 30 
percent, but as the technology in pins improved and we 
started seeing more variety, we increased that a little bit. 
But I think there’s a point where you can go over the 
desired amount of pinball games in a location. The 
pinballs today are very reliable, and it would be nice to 
have pinballs representing fifty percent of the equipment. 
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But after a point | think you start seeing a diminishing 
IMPORTED COCKTAIL TABLES return. So we try to keep our pinballs at 35 percent of the 


cosm 4 tt k total equipment in the store. The reason is that there are 
Ic a ac ers only a certain amount of pinball players in an arcade. 
And, fortunately, we have seen enough good videos that 


AN ALL-TIME BARGAIN AT Ss 9 9 5 we don't have to push our customers in that direction. 


£ o.b. Detroit PLAY METER: How do you figure if a game is worth 
buying? 

OLSON: | always want to look at any game | buy and try 
to see that game as paying for itself in six to twelve weeks. 


PLAY METER: What are your feelings about decor for 
an amusement center? 

OLSON: | feel a store is going to do better if the initial 
impact of the store is that it is a first-class, pleasant, and 
even plush type of operation. There are things in this area 
that can be done to insure that, and compared to the total 
amount of cost, they aren't all that expensive. Things that 
make the store look really nice and plush and expensive 
looking are not the expensive things in your construction. 
The expensive things in your construction are the things 
39" x21". Manual an <r underneath it—the electrical work, the air conditioning, 
parts in stock. Sted onmeck plese sand eoliesr the walls, the plumbing, etc. But things such as carpet. 
game deposit with your order or send full amount less 2% graphics, and lighting perhaps, are not the most 
discount. Buy four and we pay freight to your door, buy expensive parts of your construction. 

ten and receive an additional 5% discount. The feedback I’ve gotten over the years is that when 


eran andawellmancaciss avaiable: Seadterbrack people walk into a Time Zone, they feel they've walked 
vailabie. send tor Drocnures into a first class type of store. It’s something we've had to 
and prices on Cosmic Attackers, Collision, Super Casino do to fight the slew arcade image Now. | know that’s 
Video Blackjack, and Royal Flush Drawpoker. 3 a , yale fy 

improved, but that first impression Is really very 
important, especially when you're trying to draw adults 


ea Elcon Industries and families. 


In fact. | don’t think you can overdo it. I’ve got a store 
eee Oak, MI 48073 in Sacramento, for instance, that a lot of people have said 


looks like a plush Las Vegas casino. It’s probably one of 
the most beautiful stores in the country. I think the 
plusher you make it, the more comfortable you make it 
for people, and the more they are going to like it. 


F ull six month warranty. Height 24’’, weight 90 Ibs., top 


PLAY METER: How do you go about finding and 
training people for managers? 

OLSON: That’s changed somewhat with Time Zone. 
When I owned the stores, I looked for the same things 
that almost any operator would look for. You're looking 
for a certain type of person—one who is honest and 
stable. soneone who is over 21, has a little education 
behind him, and is strong when it comes to management. 
| wasn't looking necessarily for people with electronics 
backgrounds because | had my own mechanics who 
toured the stores regularly and did the repair work. 

But with the new company coming in, because their 
stores are spread out all over the country, they have a 
different system. They look towards their managers and 
assistant managers to be able to fix the equipment, or 
about ninety percent of it on site. In that way, they don't 
have to have mechanics running around. 

Still, the average age of a store manager is going 
up—probably to somewhere between 25 and 30. 


PLAY METER: And, finally, whatever happened to the 
arcade operators association? 

OLSON: Well. we did try to form that association. A 
major constituent of the game center operators met last 
Feburary in Miami, and we talked then about forming a 
national game canter association. But we decided to table 
the whole idea because we weren’t sure such an 
association wouldn’t be misconstrued as collusion by mall 


developers. 
“No, having a jury of your peers doesn’t mean In the end. we determined that the most beneficial 
they all have to be fraudulent pinball distributors!” thing that came out of the attempt was that we were able 


to share ideas. but that’s something that can be done at 
almost any type of seminar. 
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With effect from MAY |, | 980, 
new address will be 


ADDRESS: Bonanza Bldg., 7-18, 3-Chome, 
Shinyamashita, Naka-ku, Yokohama, Japan 231 

TELEPHONE: ((45)623-5711(10 Lines) 

TELEX ; 3823-764 KACLEX J 


MAIL ‘Port P.O. Box 111, Yokohama, Japan 
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Operating 


Tommy Thompson, chairman of the 
Ohio Music & Amusement Associa- 
tion’s 1980 Exposition of Music & 
Games, promises that “this year’s 
May 16-17 exposition will be the best 
event we've ever had.”’ It will be held 
at the Columbus Hilton Inn, 3110 
Olentangy River Road, Columbus, 
Ohio. 

Thompson reminded all midwest 
operators to “come on down” to 
meet their colleagues, share ideas, 
talk with experts in the electronic 
field, and see the very latest in games 
and jukeboxes. Displays by all of 
Ohio’s major distributors plus many 
other exhibitors from across the 
United States will be on hand. 

Contacted exhibitors as of late 
March included Cleveland Coin 
International (Cleveland and Colum- 
bus); Monroe Distributing, Inc. 
(Cleveland and Dayton); Shaffer 
Distributing (Columbus and Cleve- 
land); Royal Distributing Corp. (Cin- 
cinnati); Kurz-Kasch, Inc. (Dayton): 
Mobile Record Service (Pittsburgh); 
Priority Cigarette Service (Cleve- 
land); Abloy Security Locks (Niles, 
Illinois); Great Amusement Empor- 
ium (Englewood, Colorado); 
Amusement Supply, Inc. (Dallas); 


J-S Sales, Inc. (Mt. Vernon, New 
York); Venguard Accessory & 
Supply Co. (Overland Park, Kan- 
sas); WICO Corp. (Niles, Illinois). 


As an extra attraction to develop 
that friendly Buckeye atmosphere, a 
golf outing is planned for Thursday, 
May 15 at the Thorn Apple Country 
Club (in Calloway, Ohio), a short 
drive from the Hilton Inn. 


The exposition will be open for 
registration Friday, May 16 at 10 
a.m. and will be followed by the 
annual membership luncheon which 
will feature the election of directors 
and a short address by AMOA 
Executive Vice President Frederick 
M. Granger. 


Registrants and their guests will 
have the treats of refreshments, 
Saturday morning continental break- 
fast, many opportunities to win 
valuable merchandise prizes and to 
watch a performance by Opus Zero, 
a talented group from Otterbein 
College’s Department of Music and 
Theater who will perform after 
Friday’s dinner and installation of 
officers. 

Among the other speakers lined 
up are: AMOA President Robert F. 


OMAA expo ready at Columbus 


Nims, who will address the Saturday 
President's Luncheon, and OMAA 
President Dennis R. Hilligan, who 
will report on his successful two-year 
leadership. 

A number of educational and vital 
seminars have been scheduled for 
Saturday morning,May 17. The 
topics to be covered include: “Main- 
taining Your Automotive Fleet at 
Peak Efficiency” (with a speaker from 
the American Petroleum Institute) , 
“Commission Structure,’ and “High 
Reliability Component Removal for 
PC Board Rework and Repair.”’ 


Exhibit hours will be from 3—6:30 
p.m. Friday, May 16 and 1:30—6 
p.m. Saturday, May 17. A minimal 
registration fee is charged operators 
who attend. For a registation form or 
additional information, write or call 
the OMAA office, 41 S. High Street, 
Columbus, Ohio 43215, telephone 
614/221-8600. 

Operators who register by May 2 
will be eligible for the “Early Bird” 
drawings on May 16. 


Thompson urged planning to 
attend the OMAA Exposition to 
“learn and be prepared for the 
1980s.” 


N.D. operators meet, talk coin-op shop 


In Bismarck meeting and show, Kirk and Jody McKennon from Hanson 
Distributing show Dick Hawkins of D&R Star the latest in video table 


games. 
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The first annual meeting and show of 
the North Dakota Coin Machine 
Operators Association was held at 
Kirkwood Motor Inn in Bismarck, 
North Dakota on February 22-23. 
Almost 95 percent of the state’s 
operators were in attendance. 

Featured speakers were Robert 
Nims, AMOA president; Sandy 
Zeglin of Lieberman Enterprises, 
speaking to the operators about 
record programming; and_ Dick 
Hawkins of D&KR Star, talking about 
forming pool leagues in North 
dakota. 

Conducting the meeting was Rolf 
Severinson, president, along with 
state officers Cal Baeder, vice 
president, and Margo Bennett, sec- 
retary/treasurer. These persons will 
be in office for another year. 

The show was held at poolside at 
Kirkwood Motor Inn with the dis- 
tributors and _ suppliers present: 
Lieberman Mysic, Sandler Vending, 
Hanson Distributing, D&R Indus- 
tries, WICO Corporation, Amuse- 
ment Emporium, and Insport, Inc. 
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Classroom setting at O’Hare Hilton: They came from near and far, for 
coin-op schooling. 


Seminar ‘graduates’ 78 


The eighth annual AMOA-Notre 
Dame Seminar in March, 1980 was 
termed “the best to date” by many in 
attendance. Some 75 persons went 
“back to school” for the two days of 
sessions. 

In all, 78 students received 
graduation certificates. They had 
attended classes and discussions on 
subjects including “Interviewing, Hir- 
ing, and Training Employees”, “Tax 
Considerations for Operators”, and 
“Delegation of Authority—Why, 
How, and When?” 

Dr. Gerry Sequin returned as 
coordinator of the 1980 AMOA- 
Notre Dame Seminar held at the 
O’Hare Hilton, Chicago, March 
14-15. 

The operators panel for the Friday 
afternoon session was filled by 
Wesley S. Lawson of Florida, Fred 


Collins, Jr. of South Carolina, Pat 
Storino of New Jersey, and Dock 
Ringo, moderator, who is seminar 
committee chairman, from Texas. 

AMOA President Bob Nims 
opened the Chicago meeting with a 
note on the long distances—from 
Alaska to the southeast to New 
England—travelled by attendees to 
the educational program. He also 
pointed out that the subject matter 
this year was selected on the basis of 
a survey taken at 1979's seminar. 

A seminar committee for 1981 
was expected to be appointed after 
the mid-year meeting of the AMOA 
board in San Antonia. Members with 
suggestions on locale and_ subject 
matter of the next in the series were 
invited to send comments to the 
AMOA, 35 E. Wacker Drive, 
Chicago 60601. 


Would you believe it? 
—A ‘per-temple’ fee 


BMI, the world’s largest copyright 
licensing organization, has entered 
into a national agreement with the 
Shriners, entitling the fraternal 
organization to use the BMI repertory 
of over one million compositions and 
songs. It marks BMI’s first nationwide 
accord with a fraternal organization. 
The contract, which covers perfor- 
mances held in—or under the 
auspices of—any of the Shriners’ 170 
temples is based on a “per-temple” 
fee. It is retroactive from July of 1979 
and extends through June 1981, 
with automatic renewals thereafter. 
The Shriners pay BMI a flat, 
per-temple fee, which under this new 
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national contract “represents a con- 
siderable savings over individual 
agreements for each temple,” 
according to a BMI news release. 

Alan H. Smith, BMI’s vice presi- 
dent in charge of licensing, said: 
“The agreement with the Shriners is 
a highly significant first. We at BMI 
hope it will be followed by similar 
agreements with other fraternal and 
patriotic organizations.” 

Meanwhile, other sectors connec- 
ted to the music industry are fighting 
BMI and ASCAP licensing powers. 
(See PLAY METER, March, 1980: 
“Anti-ASCAP Organization Formed 
Sea) 


Calendar 


May 16-17 
Wisconsin Music Merchants Associa- 
tion spring convention, Holiday Inn, 
LaCrosse, Wisconsin 


May 16-17 
Ohio Music and Amusement Asso- 
ciation Exposition of Games and 
Music, Columbus Hilton Inn, Colum- 
bus, Ohio 


May 17-21 
International Council of Shopping 
Centers, New Orleans: Hilton, Marri- 
ott, and Fairmont hotels 


June 5-7 
Music Operators of Texas, annual 
convention and trade show, El Paso, 
Holiday Inn, downtown 


June 13-15 
Illinois Coin Machine Operators 
Association annual convention, 
Eagle Ridge Inn, Galena Territory 


July 16-20 
National Australian AMOA, Queens 
land, Australia 


September 19-21 


North Carolina Coin Operators 
Association, Radisson Hotel, 
Charlotte 

October 10-11 


Amusement and Music Operators of 
Virginia annual convention, Howard 
Johnson’s, Richmond 


October 23-26 
NAMA National Convention/ Exhibi- — 
tion, Bartle Hall, Kansas City, 
Missouri | 


October 31-November 1,2 
1980 AMOA Exposition, Conrad 
Hilton, Chicago 


November 22-24 
IAAPA ( Parks) Show, Rivergate, 
New Orleans 


BULLETIN ~_. 

The scheduled May 16-18 New York 
convention of the Music and Amuse- 
ment Association, which had been 
set for the Host Farm, Pennsylvania, 
has been postponed. PLAY METER 
UPDATE will carry any announced 
revision for the meeting. 


More licenses and taxes 


A selection of license and fees levied on coin-operated machines from 
almost any two points in the country will show the non-uniform nature of 
taxation on operators. For this month’s compilation, we have two states for 
comparison of several localities—Colorado, which our reports tell us has 
no license fee and no sales tax on machines; and Alabama, where the state 
levies $12.50 per machine and the state sales tax is 4 percent. 


ALABAMA 
University, AL — $38.50 on each pool table, plus a city charge of $10 per 
jukebox, $25 per pingame, $40 per pool table, $25 per video game, and a 
total of 6 percent sales tax. 
Tuscaloosa, AL—$25 license per year, plus 2 percent sales tax. 
Louisville, AL—I percent local sales tax, $5 per amusement machine, 
$100 per pool table. 
Eufala, AL —2 percent local sales tax, $250 operator license, $2 decal for 
amusement machine, $25 per pool table. 
Clio, AL—1 percent sales tax added; no license charged for amusement 
machines, but pool! tables are prohibited. 
Clayton, AL—1 percent sales tax, $10 per amusement machine, $25 per 
pool table. 


COLORADO 
Lakewood, CO— $25 per game, up to five games; above five, a $500 per 
year license. 
Golden, CO—no license for jukebox or games other than pool: $100 
operator and $25 location fees. 
Longmont, CO— pool, $25 fee for up to eleven machines; above eleven, 
$50 fee and $25 per table. 
Loveland, CO— $25 pool table license. 
Edgewater, CO— jukeboxes, games and pool: $100 per year. 
Rifle, CO—$15 per jukebox, $25 per pool table. 
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READER'S INPUT 


We will continue to run lists of license and tax regulations in local 
communities and states, as reported by our readers. Changes, in 
particular, should be reported. Let us know what the license or tax 
regulation is in your community and state and we, in turn, will 
communicate with the rest of the industry. The information that you 
supply may well help operators elsewhere head off problems. 


Do you pay Sales Tax? LIYES LINO If yes, indicate percent: 
State % City % Other % 
What other license or tax levies do you have to pay on the following: 

Name of City Pins Phonos Pool Videos 


Additional comments: 


Send to PLAY METER, P.O. Box 24170, New Orleans, LA 70124. 
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‘Space Invaders’ now 
a best-selling book 


“How to Play Space Invaders— 
Secrets from an Expert,” a new book 
introduced by Taito America Cor- 
poration at the Amusement Opera- 
tors Expo is creating great interest 
among Space Invaders afficionados, 
the company reports. 

The 64-page book provides de- 
tailed game strategies with vivid 
game graphics to instruct the player 
on methods to master Space In- 
vaders. 
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‘How to Play’ is lavishly illustrated. 


“The beauty of Space Invaders is 
that techniques can be learned and 
skills perfected,” stated Laura Kreter, 
marketing manager of Taito 
America. “We believe that ‘How to 
Play Space Invaders® — Secrets 
from an Expert’ will sustain and build 
the current interest in Space Invaders 
by showing proven mnethods to 
meet and beat the oncoming In- 
vaders.” 

She told PLAY METER: “At the 
operator level, the game is. still 
beginning to make penetration in 
some areas.” The book is expected 
to be an “excellent promotion 
device” and is recommended for 
direct sale in arcades to promote 
interest in the video game. 

“How to Play Space Invaders’’ is 
available through all Taito America 
distributors or direct from Taito 
America Corp., 1256 Estes Avenue, 
Elk Grove Village, Illinois 60007, 
attention— Marketing Services De- 
partment. 

The cover price is $1.95 per copy. 
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The case against 
per-machine taxes 


Editor’s Note: The National Auto- 
matic Merchandising Association 
[NAMA] has prepared for _ its 
members an effective attack against 
per-machine taxes. Since vending 
sales and coin-op amusement opera- 
tions are closely linked, many of the 
arguments NAMA used are _ also 
useful in this industry. What follows 
are those applicable excerpts. 


Vending machines are like shelves 
in a store. Taxing each machine is 
like taxing each shelf in a grocery. 

Courts have ruled that “taxing a 
method of doing business is discrim- 
inatory.” Vending is merely another 
method of retailing. 


It is clearly unfair to tax the store 
specifically for each shelf, counter, or 
cash register. It’s just as unfair to tax 
the vending retailer based on the 
device he uses to sell the identical 
product to the consumer. 

It is well established that taxes 
levied on a retail business, to be 
equitable, should be based on the 
volume of goods sold, not on the 
individual device used to make the 
sale. 

These considerations have been 
cited in important court decisions 
voiding “per machine” or coin 
denomination tax proposals aimed at 
vending machines. The Supreme 
Courts of California, Minnesota, and 
Washinaton have held that these are 
taxes on a “method” of doing 
business and therefore are unfair and 
discriminatory. A number of lower 
courts in other states have confirmed 
this conclusion. 

At the state level the trend is 
definitely away from the “per 
machine” taxation of merchandise 


Mah 


The Henry W. T. Mali & Co. Inc. 
257 Park Ave. South 

New York, NY 10010 
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vending machines. 

States which never imposed “per 
machine” taxes: 32 

States which 
machine” taxes: 
(Ten of these have been repealed 
since World War II.) 

Only six states still impose “per- 
machine” taxes. None of these states 
has been able to realize appreciable 
revenue from this source. This is 
because ‘sper-machine”’ taxes 
inevitably reduce the number of 
machines able to continue operation 
at a profit. 


repealed “per- 
1 
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[See PLAY METER, September, 
1979: “State licenses and taxes” on 
the coin-op amusement picture by 
comparison. From PLAY METER’s 
compilation of licenses and _ fees 
applying to the amusement games 
industry, 18 states are shown to have 
some form of per-machine fees. The 
range is from $5 per game machine 
(Arkansas) to $100 per machine 
(Vermont).] 
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The trend of the cities throughout 
the country is to impose per-machine 
taxes on vending at an_ ever- 
increasing rate. Although most states 
limit the right of cities to impose taxes 
on businesses and occupations to 
specific activities, cities are going 
beyond these limits by using the guise 
of regulation to justify license fees in 
lieu of occupational taxes. The 
general rule throughout the country 
is that where regulation of industry is 
adopted to protect the health, safety 
and welfare of the community, the 
license fee imposed must be related 
to the cost of regulation. 


This latter concept is difficult to 
prove and, in most instances, 
whatever fee is adopted (if not 
completely arbitrary) will be upheld 
by the courts. Also, the courts 
uphold business licensing ordinances 
containing only the barest hints at 
regulation. That no regulation takes 
place in fact is irrelevant to the issue 
of whether or not the ordinance is a 
valid consideration. 

Consequently, “per-machine”’ 
taxation continues as an_= ever- 
increasing burden to the industry. 

‘Per-machine” tax theories not 
only neglect thin net-profit figures, 
they also ignore the fact that gross 
sales figures vary considerably by 
types of machines and that the cost 
of equipment is entirely different for 
each type of device. 

People buy from machines on 
“impulse.” Thus, vending machines 
produce sales which would otherwise 
be lost. Their convenience in indus- 
trial, commercial, and school loca- 
tions has become an _ inexpensive 
round-the-clock consumer service. 

A “per-machine” levy on such 
specialized and marginal services 
forces curtailment and removal of 
service of these locations. It means 
revenue loss to the location owner, 
economic loss to the communtiy, 
and reduction in employment of 
vending servicemen. 

The automatic retailer carries his 
equitable share of the community's 
tax levy. He pays personal property, 
sales, gasoline, motor vehicle, real 
estate, cigarette, and other taxes just 
like other retail merchants. 

A tax aimed specifically at his 
method of doing business is clearly 
discriminatory and punitive. 


Billiard Cloth 


Style 820—Plain, Style 920—Backed 


Fabrics developed specifically for 


coin-operated _ tables. 
Available through your distributor. 
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Token play: 


Revenues go into the cash register, 
and you worry less about the coin box 


They are used in game rooms 
owned by the U.S. government in 
Europe, Newfoundland, and in the 
United States. They leave a thief 
empty-handed after he has made his 
hit. They have been used with the 
effect of doubling weekly revenue. 

They have “no cash value.” 

Aluminum, brass, or _ nickel- 
plated, the stamped-out “play 
money has been around in some 
form as an advertising vehicle since 
the days of Lincoln. But in roughly 
the past 12 years, they have proved 
a boon to many sectors of the 
coin-op industry. 

“Arcade operators usually con- 
sider tokens for one of two reasons,” 
writes Virgil Vance, president of Van 
Brook of Lexington, token market- 
ers. “The first is cash control and se- 
curity and the second is the 
promotional value. Whatever the 
reason, the operator need not feel he 
is walking on strange ground or 
exploring the unknown.” 

Vance’s remarks appear in a 
booklet, “Notes and Quotes,” print- 
ed expressly for Putt-Putt Golf 
Courses as a guide to conversion to 
token operation. The international 
concern wanted some_ concrete 
advice on the value of using tokens. * 

Vance, in a conversation with 
PLAY METER, cited an example of 
the arcade Fun Spot in Weir’s Beach, 
New Hampshire, a location normally 


"(See article, “Putting with Arcades” 
on the expansion of Putt-Putt into 
game-room_ connected locations, 
elsewhere in this issue.) 
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closed in the winter. Converting to 
tokens, year-around operation was 
opened up with the device of selling 
28 tokens for game play for $5 (a 
coin slot value of $7). 

Such success stories with tokens 
seem to run on and on. Aren’t there 
any negative aspects? 

Well, yes. One California arcade 
in a recent month had all tokens on 
the premises seized by agents of the 
U.S. Treasury Department. The 
given reason was that the ersatz coins 
were thought to have “intended use” 
that would imitate U.S. currency. 

That is, under the law, the 
qualities of a token may not be in any 
way mistaken for a counterfeit of 
U.S. money—such as being able to 
activate vending machines (in a 
laundry, for example) where they 
were not intended for use. 

The legal hook, experts in the 
industry have explained, is that the 
imitation must have “no cash value.” 
That is, the play money itself must 
have no acceptance in lieu of cash. 

For the operator and the arcade, 
however, it can be exactly the 
substitute desired in place of cash in 
the location. 

Fric Ivary, director of operations 
for Sega Centers’ thirteen locations, 
said the experience of those high- 
traffic arcades was that only petty 
cash was needed on the premises 
after conversion to tokens for game 
play. Daily deposits of money into 
the bank are possible when large 
amounts need not be kept to make 
change. 

Elliott Sklar, president of Green 
Duck Corp. of Hernando, Missis- 


sippi’s token minting company, said: 
“The Las Vegas Syndrome is the 
biggest advantage. Practiced in 
casinos around the world, it is the 
fact that you’re using something 
other than cash to operate the 
machine, so it seems less valuable to 
the player than money.” 

An operator attending a seminar 
on tokens at the Amusement Opera- 
tors Expo in New Orleans pointed 
out that a price hike on game play 
can be “disguised” through the 
conversion to tokens, as with six 
tokens sold for $1 and two tokens 
required for a play. 

Ivary responded that Sega Centers 
were about to try a 35 cents price for 
one token (for one pay) and pricing 
three tokens for $1. 

But whether the immediate aim of 
an arcade owner is a play-price hike 
or not, there are apparent advan- 
tages built into the use of tokens. 

Back to Virgil Vance and some 
hints from his booklet of ideas 
“largely from our customers.” 

Tokens provide promotions and 
advertising that are paid for by the 
customer. The results of the invest- 
ment in this form of advertising can 
be measured directly—in the cash 
box. 

In a multiple-location operation 
such as Sega’s or Putt-Putt’s, the 
token sold in one location can be 
carried across the city or across the 
country—and be used in a game 
machine in the second place. It has 
“value” for pne thing only: game 
play. The “sale” is not lost to the first 
location; cash was collected when 
the token was sold. To the second 
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Inthe Beginning, it was just pinball. 
Then Bally Created 
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The Pinball Vision Materializes 


Silverball Mania Lights the Pinball World 


Each Silverball Mania letter, when lit, is worth 1,000 points. Up to 
44,000 bonus points, times the multiplier, may be collected by 
a the sequence the first time. 
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Players become 
Silverball Maniacs with 
Center Hoop feature 


This feature contains 2 rollovers and a target. 
Going over the rollovers spots either one or 
two letters in “Silverball Mania’ depending 
upon the setting, and increases the bonus up to 
5X. The center target completes the “N” in 
“Mania” and awards an extra ball when Itt. 


After almost eC decades 
the recreation of 
the Carryover feature 


Each 3 times “Silverball Mania” is completed 
during a game, or when the kicker special Is 
activated, one letter of “Silverball” lights on the 
lower left backglass. This feature is operator 
adjustable; the letter will remain lit from game 
to game, enticing players to try for its comple- 
tion and an operator option award! 


Supernaturalistic 
Disappearing Kicker feature 


Beneath the flipper is a kicker that sends the 
ball back into play. The top center lane, or the 
center hoop, raise the kicker to activate the 
feature. A special is awarded if kicker special 
light is lit. 


The Vision reflects in 
Ballys Silverball graphics 


Silverball Mania’s unique artwork is unlike any 
pinball game to date. The future happens today 
within the graphics, color, and total package 
design of this instant attention grabber: 


Feature Programmed Sound System 
Front Door Programming 
3-Coin Chute 


® 


PINBALL DIVISION 


90 O'Leary Drive, Bensenville, Illinois 60106, U.S.A. 
Telephone: (312) 860-6400 


The operation of these games and the 
features therein may be subject to various 
state and local laws or regulations. It is not 


intended herein to solicit the sale of such 
games in any jurisdiction wherein the same 


may not be lawfully sold or operated. ©1980 Bally Manufacturing Corporation 
PRINTED IN U.S.A. All Rights Reserved 


location, the traveling customer is 
attracted with a “coin” in his pocket, 
good for one game at ABC 
Arcade—not XYZ or any others. 
Once the token is played, additional 
token sales may well follow at ABC 
Number 2, to which the player was 
drawn. 

“Walkaway profits’ are another 
aspect of token use. This refers to the 
amount of tokens that never come 
back into the location’s “token bank.” 
Whether the customer took them 
across the state to use in another 
ABC arcade—or took them away as 
a memento, or simply lost them— 
they represent profit to the location. 
Assuming a 25 cents selling price, the 
loss on the token itself is a fraction of 
that. 


Some operators who PLAY 
METER heard, had disagreement 
with this principle, saying: “We aren’t 
in the token selling business, we’re in 
the arcade business.” And_ the 
average token is reputedly used 50 
times before being lost. If the 
first-time cost of the token does not 
have to be repeated with every one 
of 49 following sales, it is an 
advantage to the operator to keep 
the token circulating. 


No handy rule of thumb was 
readily available for the question, 
“How big does my operation have to 
be before tokens would mean extra 
profit for me?” 


Some other chief considerations 
for play money bear study, however. 


—Play increases when an arcade 
goes to token operations, and profits 
increase. Vance and Sklar agreed on 
this principle: People think of tokens 
as non-money, something _ less 
valuable than the cash they paid for 
the tokens. So, at five tokens for $1 
(or whatever formula the location 
owner decides is worthwhile), the 
customer has a sense of “getting 
something for nothing” and plays 
more than he might have otherwise 
in inserting silver U.S. legal tender 
into the slot. 


ALL GAMES 
OPERATE ON 


PLAY METER, May, 1980 


TOKENS ONLY 
NO QUARTERS 


—Price changes are readily 
possible. On a slow day (or night), 
manual or — machine-dispensed 
change for each dollar—in tokens— 
can be varied. Sunday specials of 
eight plays for $1 are as easy to set 
up as turning the calendar from 
Saturday, when the game play was 
set at six for $1. 

—Vandals are thwarted. If a 
change machine is clearly dispensing 
tokens, it has much less appeal to a 
burglar. In some cases, operators 
reportedly have insisted that loca- 
tions switch to tokens because the 
risk from theft will then lie with the 
location. Cash received for tokens 
will lie deposited in a safe or 
elsewhere—not in the equipment, 
which may be rifled by a burglar 
seeking a hoard of quarters. (The 
machine will be handily labled, 
“Tokens Only,” and the only theft 
possible will be a free play or 
so—providing the thief can, at best, 
get a token.) 

—A chance factor can be built-in, 
where this is legal, in dispensing 
tokens. One such method is “a red 
token gives 20 free.” An operator 
reports, “A guy will buy $5 in tokens 
trying to get the red token.” Another 
“freebie” attractor is gearing a $1/$5 
bill changer to give extra tokens for 
each $5 bill. 

—Promotion can spin off to and 
from areas outside your arcade. The 
operator could give a certain number 
of his tokens to a fast-food restaurant 
(this is done between miniature golf 
courses and a national hamburger 
restaurant in some markets, with the 
restaurant paying the operator a 
fraction of the “free play” amount 
Given away) or a store. And the 
restaurant or store could have its own 
promotional device in awarding 
tokens for buying the premium lunch 
or purchasing a certain item the store 
manager wants to push. On the 
operators side, he could buy 
coupons from the restaurant or store, 
giving a discount to players in the 
arcade in the form of a free 
hamburger or merchandise. Check 


with any McDonald’s or other 
national/regional chain’s manager 
for the discount price to you of these 
“free” tickets. The cost to you is often 
figured on coupons actually re- 
deemed at the restaurant/store. 

—"Pilferage” (that nice term for 
employee theft) is reduced. With no 
cash value at stake—a policy of not 
redeeming token for cash being in 
effect—no employee has an incen- 
tive to steal tokens, give them to a 
buddy and have them cashed in. 
Also, your manager or mechanic will 
not steal from the cash box as 
readily, if it holds tokens. (The value 
of these, remember, is in the register 
or the safe. You have made the sale 
through tokens—you have not left 
your proceeds in a number of 
machines’ cash boxes.) 

Spin-offs and tie-ins can easily fill a 
book—such as the “Putt Putt Plus” 
booklet. 

Representatives of the various 
token makers will be happy to talk 
about the advantages and discuss 
such matters as the government’s 
legal view on tokens. (The determin- 
ation of an alleged counterfeit can 
vary from state to state, as hard as 
that is to believe. But in practice, a 
federal magistrate in Jalapino Coun- 
ty may not have the same interpreta- 
tion as the magistrate in Washington 
City. The token makers’ representa- 
tives are the experts in touch with the 
law daily.) 

In PLAY METER’s February 1980 
Directory Issue, at least eight token 
makers and distributors are listed. 

At the beginning, we said the U.S. 
government used tokens for mach- 
ines on some military bases instead of 
cash. Why so? Other than the 
security factors mentioned above, 
there is one other reason. 

The government does _ not 
countenance slot machines paying 
off in U.S. currency on_ those 
locations. The solution to meeting 
federal law, in the usual level of 
federal thinking, was to pay off—with 
tokens. 

—by Ray E. Tilley 


GAME TOKENS 


NO CASH VALUE 
NON-NEGOTIABLE 
NON-REFUNDABLE 
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‘‘Mother’s Pinball’’ 


Testing games on location 


A marketing vice-president of a 
major pinball manufacturing concern 
tells the story. He had a buyer from 
Europe in his office. The _ pinball 
executive was pitching one of his 
latest machines for what looked like a 
big potential order. “I’m not inter- 
ested in that one,” the man said, 
reaching into his briefcase. 

“Why not?”, the manufacturer 
asked. 

‘Because it bombed at Mother’s,” 
the man from overseas said, pulling a 
neatly typed report from his case. In 
the upper left hand corner of the 
report were the words “Mother's 
Pinball,” and the manufacturer knew 
the report very well. 

Mother's. Pinball occupies two 
rooms in a house on a corner in 
Mount Prospect, Illinois, about 25 
miles northwest of Chicago. Al- 
though not located in a shopping 
mall or across from a school, the 
arcade does a business most opera- 
tors would give their eye teeth for. 


But beginning 18 months ago, 
Mother’s has grown to mean a lot 
more to the industry than just 
another successful operation. At that 
time, Empire Distributing asked 
Mother's owner, Bill Herman, if he 
would mind testing a prototype 
pinball game for them and filling in a 
report. 

Herman agreed. He told PLAY 
METER recently that the idea of 
being a test operator then appealed 
to him. He also realized that he could 
become a better, more important, 
test operator if he offered more 
information than the test sheet called 
for. And, thus was born the Mother’s 
Pinball Test Report. 

The report now runs to two pages 
issued by Herman once a week. In it 
he lists the machines in order of 
collections, like Top Ten records. He 
compares collections, by percentage 
of total, against the previous week. 
He also notes if the machine suffered 
any downtime. Next, he shows the 


By Tony Licata 


percentage each machine contribut- 
ed for the last calendar month and 
compares it with the previous month. 
Then he shows what percent was 
replay. Last, he indicates how many 
weeks the machine has been at 
Mother’s Pinball. 

In the lower left hand corner of 
page one, Herman compares the six 
manufacturers their percentage of 
representation and what percent they 
contributed to total income. 

Then he breaks down the coin 
code credit. Herman has machines 
with four different pricing variations. 
First, one play—25 cents, — six 
plays—$1; second, one play—25 
cents, three plays—50 cents, seven 
plays $1: third, one play—25 cents, 
three plays—50 cents; fourth, two 
plays 25 cents. Despite the different 
pricing structure, Herman said he 
never changes the price on a game 
once it is set up. 

The last piece of statistical in- 
formation he gives on page one is 


Kenneth Fedesna, Williams’ electrical engineering manager, checks the equipment on-site at ‘Mother’s” 
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SiIRCOMA 
DRAW 80 POKER 


A full house of player excitement, 
reliability and earnings. 


The players test their skills against 

a computerized dealer. Players stand pat 
or discard and draw with a reshuffled 
deck every hand. The dealer gives 1-3-5 
or 8 credits per coin depending on 
house rules. One to eight coins or skill 
points can be played per hand. 


SIRCOMA was the first to bring all 

the popular games of Nevada to the 
amusement industry. Amusement Poker, 
Blackjack, Keno, and Bingo. Games 
that keep the players’ interest, because 
they keep the player thinking. High 
reliability, low maintenance and very 
little down-time because there are 

few moving parts. Ruggedly sophisticated 
machines that are often copied but 
never equalled. Like our Amusement 
Poker, pictured here — the computer 
dealer plays fair, but plays to win, 

and deals you in on profits. Or the 
perennial American favorite, Bingo, 
where the player can choose from not 
hundreds but millions of cards — 
always looking for the “five in a row” 
Amusement Bingo could fill that “free 
space” in your location book. Maybe 
you d rather sink your teeth into 
SIRCOMA’S new Dawg Race. 
Computerized canines that demand > 
attention, from post time to the 
“hare-raising finish” Dawg Race might 
be the machine to unleash your 

profit potential. 


SIRCOMA has a winner for you. 


Amusement Poker 


SIRCOMA 


920 South Rock Boulevard ¢ Reno, Nevada 89502 « (702) 323-5060 « TWX: 910-395-7014 


Bill Herman of Mount Prospect, Illinois: successful as a 
test market's owner with “‘Mother’s Pinball” arcade. 


the distribution between arcade 
games (video) and pinball compared 
with the jukebox/vending machines 
and foosball. 

In the lower right hand corner he 
draws a small floor plan and shows 
where each game is situated. 

On the second page, Herman 
gives the same kind of breakdown for 
his video arcade games. This in- 
cludes a section comparing manufac- 
turers against each other and a floor 
plan and layout of his video game 
room. 

At the end of each week, Herman 
sends one copy of his report to eight 
firms, Bally, Williams, Stern, Gott- 
lieb, Atari, Midway, Game Plan, and 
Empire Distributing. That’s all. He 
considers his report to be confidential 
and does nothing to publicize it. He 
described it as a channel of informa- 
tion for middle and upper manage- 
ment. When interviewed, he showed 
his report only on the condition that 
PLAY METER publish nothing but 
the format. 

In the year and a half he has been 
testing machines for manufacturers, 
his room has grown more successful 
and Herman enjoys the flow of 
industry people through his doors. 
He says his experience has been very 
fruitful in the interchange of ideas he 
has shared. At any time you might 
find game designers, engineers, or 
even top management executives 
dropping in to Mother’s Pinball for a 
chat and to see how their machines 
are doing—as well as what the 
competition is putting out. New 
machines have high visibility at 
Mother’s. 

And what do the manufacturers 
think of Mother’s Pinball? 

They told PLAY METER they 
have mixed feelings. 

Stern Electronics’ Vice-President 
for Sales, Larry Siegel says he 


30 


considers game tests from Mother’s 
Pinball to be “far from adequate.” He 
added that Stern does not use 
Mother’s for testing, although some- 
times Stern distributors test Stern 
games there. “Nearly 100 percent of 
the time we let the distributors do 
whatever they want with a prototype 
—there is nothing mandatory.” 

John Neville, marketing executive 
for Empire Distributing, considers 
testing games at Mother’s to be very 
positive. “The test games gives you a 
chance to get the kinks out of a 
machine before you market it. Bill 
Herman gives a very comprehensive 
report.” (Amen.) 

Bally’s Tom Nieman, marketing 
vice president, was less than enthusi- 
astic. “The environment there is not 
real. Engineers live there. The guy 
who designed the machine will be 
there every night for the whole first 
week. On the other hand, you can’t 
find better games to test against.” 

Nieman said he felt that the high 
exposure at Mother’s could prove 
more negative than positive. He 
explained that because of the tight 
money situation and fierce competi- 
tion between manufacturers, games 
can be made and broken by word of 
mouth and reputation. He added 
that the success of video games also 
made operators somewhat wary of 
the tried and true pinball machines. 
“Everybody wants to know the best 
game,” he said, but he didn’t think 
you could tell the best game just from 
its test at one location. 

Ron Krause, Nieman’s counter- 
part at Williams Electronics, said he 
was “very, very pleased” with the test 
results from Mother’s Pinball. He said 
Mother’s was one of three test 
locations Williams used in Chicago, 
but the others seemed to be more 
geographically desirable than any- 
thing else. He said he used one 


‘The test gives you a chance to get the kinks out of a 
machine before it’s marketed.’ —John Neville 


downtown Chicago location for 
customers who were staying in “the 
loop” to have access to new 
machines. The third test location was 
near the Williams factory. 

Krause was also impressed with 
the comprehensiveness of the Moth- 
er’s report. He said Williams used the 
reports only internally and kept the 
information strictly confidential. 

Regarding actual test information 
from Mother’s, Krause said Williams 
had not made any major changes, 
only “fine tuning.” He cited tests on 
Williams Laser Ball that showed the 
ball stayed in play too long. So the 
Williams engineers adjusted the 
outlanes to correct it. 

Stern’s Siegel said he didn’t think 
some of the Williams games at 
Mother’s were exact replicas of 
factory production models, but spe- 
cially setup with amplified sounds 
and strobes. 

Herman disagreed. He said that 
he had set up a Williams machine 
with amplified sound and a strobe, 
but he insisted he learned the 
technique at the AMOA show and 
that anyone could have done it. He 
also noted that he had since removed 
the special features. 

On the question of high visibility 
and the complaint that tests at 
Mother’s Pinball were unreal or like 
in a vacuum, Herman only partially 
agreed. He said, “When manufac- 
turers’ games do no good here, then 
Mother’s does no good. But, when 
they do okay, then we are okay.” 

He agreed that testing at Mother’s 
was like testing in a vacuum, but he 
said that makes the test more 
accurate, not less. 

He said none of his machines had 
so much as 4 light out. That made it 
possible for the player to judge the 
game on its own merits and not be 
distracted by anything else. 
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He related that he saw a major 
manufacturer’s game in a bar where 
it was being tested against three 
“dumps” that were two or three years 
old. “What kind of a test is that?” he 
asked. “Everyone would want to 
play the brand new shiny machine! 
~ “Manufacturers need to know that 
operators can’t keep paying higher 
costs for inferior equipment. They 
should never release a game that isn’t 
good. How many $2000 games can 
an operator buy that don’t earn him 
$2000, and stay in business?” 
Commented Bill Herman. 

Nonetheless, Tom Nieman said he 
was testing Ballys new Space 
Invader pinball game _ elsewhere 
before he brought it in to Mother’s 
Pinball. 

Herman, on the other hand, said 
he did not iike 50 cent play pinball 
games. Space Invaders is being 
tested at 50 cents a game and three 
for $1. 

He explained that his business 
came from a steady flow of players, 
many of whom were repeaters. He 
felt it important that players be able to 
spend some time in his arcade for the 
money they paid. He said he thought 
much of his success came from the 
fact that he didn’t try to gouge 
anyone. 


HINTS FROM “MOTHER’S“ 


He had several other tips to offer 
operators. The most important thing 
to determine is the percent of replay, 
according to Herman. Many opera- 
tors had no idea about this, he said. 
Most of them don’t know that the first 
replay contributes the most. He said 
they should set the second one 
sufficiently high to test the stronger 
players. 

He also makes great use of the 
Susan B. Anthony dollar. In his 
pricing structure he gives six and 
seven plays for the $1 coin. He said 
that over the past year he has seen 
the use of the coin grow sharply in his 
arcade as a result of his pricing. He 
thought all operators should try to 
make use of it and that it could be the 
salvation of the coin-operated ma- 
chine industry. 

With interest rates continuing to 
rise and money becoming tighter, 
Herman said he thought the coin 
industry was in for a big weeding out. 
He said his reports were one form of 
the increased information that opera- 
tors were going to need to make it. 
Herman also said he though opera- 
tors would have to negotiate more 
with owners for better terms. They 
should be able to get 60-40 and even 
70-30 deals in some locations. “They 
are going to have to, to keep alive,” 
he said. 
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Larry Siegel of Stern agreed that 
operators had to have more informa- 
tion, but disagreed that the answers 
on games could come from one 
room. 

He said the only way Stern feels 
they can get a good reading on a 
game is to test it all over the country 
for a three or four week period and 
then assess the results. 

He also stressed that operators 
shouln’t buy on earnings reports 
alone. “That is short-sighted,” he 
said. They have to have an idea 
about the life on the location, he 
added, and how quickly earnings fall 


to move the machine? 

Siegel said operators should also 
know about maintenance on a new 
game. “The net comes down if the 
machine is not working.” 

Also, are spare parts available? On 
some of the new video games, this 
can be a problem, Siegel noted. 

How lonq does the machine 
remain economically viable? He said 
that some machines look really beat 
out after a short time and this would 
also cut their earnings. 

Lastly, operators 


have to. be 


concerned about resale value. If a 
manufacturer overbuilds, this cuts 


off; how often does the owner have 


the resale value, Siegel concluded. 
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THENEW 1980 
VENGUARD CATALOG 
IS BREAKING RECORDS! 


The Venguard catalog is breaking 
all records for low prices. Take a 
look at these benefits. 


@ NO FREIGHT CHARGES 
@ WE SHIP IN 24 HOURS 
@ QUALITY MERCHANDISE 
@ BRAND NAMES e@ LOW PRICES 
@ FRIENDLY SERVICE 
CALL US: 913-341-1300 


Having the 1980 Venguard catalog is like 
having a store at your finger tips. Thou- 
sands of items are available to you through 


sapere Mi All TODAY this new and complete catalog. You save 
ie ee me the expense of transportation because we 
“iN ship FREIGHT FREE directly to you. Get your 
VENGUARD Venguard catalog as soon as possible, send 
<py * in this coupon today. 


VENGUARD ACCESSORY SUPPLY 
10500 Barkley, Overland Park, Ks. 66212 


PLEASE SEND ME YOUR 1980 
VENGUARD ACCESSORY SUPPLY 
CATALOG ... 


Over 10,000 items, from A to Z... From 
adhesives to billard balls to coils to decals 
to electronic manuels to ferrules to gas dis- 
charge displays to hand trucks to insecticide 
to jointed cues to Klopp counters to locks 
to meters to nut drivers to overlays to play- 
field cleaners to quality rubber rings to re- 
styling kits to soccer parts to talc to utility 
knives to vinyls to wire to Xcelite tools to 
Zip kits. 


VENGUARD Is A DIVISION OF THE VENDO COMPANY 


Serving nice people like you for over 40 years 
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Arcades: 


Start out right 
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The basics 
to overcome 
in opening 
an arcade 


Your arcade could be your 
passport to success. This will be es- 
pecially true in upcoming years in the 
United States. Increasing gas prices 
combined with general inflation will 
force many people to scuttle their 
vacation plans. They will be staying 
close to home and looking for a 
leisure place to spend their money. 
Your arcade can provide them with 
the fun they’re seeking for minimum 
cost. 

Arcades are a venture that will 
give you 100 percent take. Of 
course, there’s a catch (there always 
is). In exchange for that 100 percent 
income, you have to take on 
additional overhead expenses that 
you don’t normally consider. Things 
like store rent, light and heat bills, 
plate glass insurance, and compli- 
ance with local fire and zoning 
restrictions are enough to drive you 
out of business—if they are not 
handled properly. 

Look then at the things you will 
have to handle correctly when you 
set up your first arcade, if that 
venture is going to be the success the 
1980s will allow. 

The first thing you will want to 
consider is the location. In this article 
we will ignore the enclosed mall 
locations. (See articles elsewhere in 
this issue on mall sites.) Although 
these are good, money-making 
spots, we will not spend time on 
them here for two reasons: (1) Most 
mall locations are now sewed up by 
arcade chains with the capital and 
management to run numerous 
stores. (2) Even if you have a mall 
location available, you will have to 
have expertise and be a shrewd lease 
negotiator to avoid giving your “100 
percent” profits to the landlord. 

You should have several small 
arcades operating before going after 
“the big one.” 

So, let’s pick a location for your 
arcade. In evaluating your location 
possibilities, you must remember the 
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number one rule of the arcade 
business: “Arcades Are An Impulse 
Business.’ People go into arcades 
and play the games because “they 
are there.” No one sets out to travel 
five miles for the sole purpose of 
visiting an arcade. 

Your arcade will not draw people 
to an area. You must locate the 
arcade where people already are. 

Now, go back and re-read the last 
two paragraphs. Absorb, memorize, 
understand, believe it. More arcades 
have failed because their owners 
have forgotten this simple fact, the 
“impulse” to patronize game rooms, 
than for any other single reason. 

The second rule of the arcade 
business is as basic as the first — 
“Arcades Are For Teenagers.” 

It will be the teenagers that will 
provide most of your business. This is 
so true that, in some states, each new 
arcade qualifies as a Youth Activity 
Center and is eligible to receive a 
state grant for as much as $10,000. 
(You should check with your state 
government on_ eligibility require- 
ments.) 

If you are concerned about starting 
a business aimed at just the teenage 
portion of the population, you 
should refer back to a PLAY METER 
article in the January, 1980 issue 
(page 55). That article clearly shows 
that your customers and _ potential 
customers comprise over 50 percent 
of the U.S. population! 

OK. So what locations are good? 
Certainly a location near a school 
would be ideal—right? Well... 
maybe. Locating near a_ school 
requires a great deal of care. We 
know of one operator in New York 
State who located near a school. 
One of the schoolchildren’s mother 
objected to the arcade and claimed 
the operator was “stealing” her 
youngster’s lunch money. She man- 
aged to reach the sympathetic ear of 
a local politician and, before anyone 
realized what was happening, a new 
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THE MOST EXCITING 


CABINETS 


OPERATOR CONTROLS 
include Gremlin’s exclusive 
E-Z ADJUST” for volume 
and sound-off during 
advertising, number of 
players and degree of 
enemy difficulty. 


Upright Slimline 
2512"W x 67"H x 28"D 35”H x 19"W x 22'2"D 
64.77cmW x 17.18cmH x 71.12cmD 89cmH x 48cmW x 57cmD 
290 lIbs./132 kg. 120 Ibs./54 kg. 


ALL NEW 
ACTION... 


ALL NEW 
SOUNDS... 


The player’s space-rocket 
appears at the bottom of the 
screen facing oncoming 
yellow meteorites which, if 
not avoided, will destroy the 
rocket. 

At the top of the screen is 
your rocket’s fuel gauge. As 
the play proceeds your fuel 
consumption is continuously 
displayed on the gauge. As 
you cannot refuel until you 
have destroyed all 5 sets of 
enemies, you will need to 
watch your fuel indicator 
carefully as play proceeds. 


Hle-StOOrt 
WHEE 


After an initial onslaught 
of meteorites, 11 enemy 
attack craft appear in 
formation at the top of the 
screen. 


The enemy will move from 
side to side in formation and 
will fire to the front or to 
both the left or right side. 
They will steadily move 
closer to your rocket. And as 
you destroy enemy craft, 
their movement will become 
faster. 


If an enemy does get 

past your rocket and reaches 
the bottom line, the original 
group appears again, no 
matter how many you have 
already destroyed. In 
addition, your rocket moves 
a step closer to the enemy. 


After destroying all of the 
first formation of the enemy, 
a new formation of 12 
different craft will begin an 
attack. 


SCORE 


HIl=SUU 
SEGRON GES 


After destroying all of this 
enemy formation, you will 
now face a further enemy of 
12 whose craft appear at 
random, not in formation. 


| 
| 
| 
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ALL NEW 
REPLAY PROFITS! 


Hl=SOORE 
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Your next enemy will 
number 15 craft in 
formation, as shown. 


Now, when you have 
destroyed all 15 craft in this 
fifth phase, a space lane is 
formed along which your 
rocket is traveling. The lane 
is lined with Astro-Markers 
that glow and change color. 
Suddenly at the far end of 
this lane the Space Master 
appears. 


The Master’s body expands 
and contracts as it moves 
across the screen and back 
again, firing terrible missiles 
forward and left or right at 
random. 


During this phase, your 
rocket does not move ahead 
from the base line, and you 
must be sure to hit the 
Master in the eye, as it 
cannot be killed by a hit 
elsewhere. 


You will notice that your fuel 
is becoming dangerously 
low and in order to refuel, 
you must destroy the 
Master. 


Once destroyed, a fuel link 
will appear on the screen 
and refuel your rocket, 
preparing you for the next 
adventure. 


After refueling, you will 
return to the first phase. 
However, this time you will 
find the enemy’s firepower 
greatly increased, the 
meteorites more numerous 
and the enemy craft 
considerably more evasive. 


Cremlin/Seca 


state law was proposed. 

This law would have _ prohibited 
arcades within one-half mile of any 
school or church. Fortunately, 
through the efforts of the operator 
and the state association, this matter 
was settled and no law was passed. 

The moral, of course, is that you 
should be very careful in locating 
near a school. Although I know 
several operators who successfully 
operate near schools, they have to be 
specially attentive to avoid public 
relations problems. One operator, for 
example, doesn’t open until a half 
hour after the school closes for the 
day. 

It's probably beginning to sound 
like locating the right site for an 
arcade is a real problem. That’s not 
so, but it can be time consuming. To 
find the “right spot” just drive around 
your area and find out where the 
teenagers are. You'll usually find 
them near bowling alleys, movies, 
fast-food restaurants (we all know 
how well they love to eat), skating 
rinks, and the downtown business 
district. When you find the place they 
“hang out,” you have the spot for 
your arcade. 

You should set up near this 
teenage attraction. If there are no 
stores available or if there is already 
an arcade there, it is best to forget 
this part of town and look for a spot 
elsewhere, possibly in the next town. 

One caution about the word 
“near”. You must critically evaluate 
every potential location. I know of 
one Massachusetts operator who 
located across the street from a large 
civic center. He reasoned that the 
rock concerts and other activities 
would bring thousands of teenagers 
into the area and he would make a 
fortune. What he didn’t notice was 
that the parking lot was located in 
such a manner that it would take 
people out of the civic center through 
the opposite side of the building from 
his location. 

He was certainly “near” a large 
crowd of teenagers, but he might as 
well have been miles away. He went 


broke. 


In my 1976 handbook of arcade 
operations (“Quarterly Dividends”), | 
presented a simplified “Arcade Site 
Evaluation Form”. This form is just as 
valid four years later and is repro- 
duced for your use and study. (See 
following page.) 

t ‘] 


Once you have found a good site 
for your arcade, it is time to consider 
other important items for your 
success. Although a poor location 
will almost guarantee failure —it is not 
true that a good location by itself will 
assure SUCCESS. 

Most probably, your next step will 
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be to negotiate a lease with the 
landlord. If you have never done this 
before, you are in for a terrific exper- 
ience. In approaching the landlord, 
you should keep two things in mind: 

(1) Everything is open for negotia- 
tion. 

(2) An unfavorable lease can 
doom your arcade before your first 
customer drops a quarter in the 
coinbox. 


RENT AND TERMS OF LEASE 

Before giving you a written lease 
to sign, your landlord will want to get 
agreement on two items: the rent 
and the term of the lease (its time 
length). The rent will most probably 
be quoted to you in terms of dollars 
per square foot per year. Thus, if you 
are quoted a price of $4 per square 
foot for a 2,000 square-foot store, 
your rent will be $8,000 per year, or 
$666.67 per month. 

The obvious question you want 
answered is: How much rent can | 
afford? This question has so many 
variables to figure that it is hard to 
answer for a nationwide audience. 
Obviously, a good location in the 
cities of Denver or New York will cost 
considerably more than similar space 
in a small rural town. As a general 
rule, a rent of $3 to $7 per square 
foot should be affordable by most 
medium-sized arcades (20 to 30 
machines). If your rent is quoted 
as considerably more, you should do 
a detailed analysis of your projected 
income and expenses to be certain 
you aren't getting in over your head. 

For your income amount, you 
should figure the same average 
income per machine that you are 
now getting on your game route. If 
you don’t operate a route, figure $5 
to $6 per day per machine. 

The second item to agree on is the 
length of the lease. | recommend a 
one-year lease and never for more 
than two years. Although teenagers 
have money and will certainly spend 
it in your arcade, they are also very 
fickle, and although they will flock to 
your arcade when your. grand 
opening is announced—there are no 
guarantees that their spending will 
still be there two years later. Avoid 
long-term (five years or greater) 
leases. Even if you have to pay a little 
more rent for the shorter term, it will 
be worth it. 

Once you have agreed on the two 
basics, the landlord will have his 
lawyer prepare a lease for your 
signature. When you get the lease, 
you can suddenly find out that the 
rent is nothing compared with the 
other expenses the landlord wants 
you to pay! 

A normal lease may contain such 
items as the following (which you 
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2in 1 
ROLLING 


The players drive their yellow 
cars, picking up points and 
avoiding the suicide red car. 


The selection of the drive 
course becomes advantageous 
when the “OTHER ROUTE” 
gate opens, the driving course 
becomes better. 


1.J.S. 


HEADQUARTERS 


1121 E. Seminary Drive 

Fort Worth, TX 76115 921-6196 
1-800-433-2908 U. S. A. WATS 
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Fifty-cent pinball, will it succeed? At five-ball play, 


perhaps. But it’s still too early to predict. Nevertheless, 
Bally Manufacturing has designed a game to initiate this 
bold new step in operator pricing— Space Invaders, the 
pinball. 

Artwork, as has often been noted, draws the player’s 
first quarter. And so, when the coin slot bears the 
forbidding sign, “50c/ 1 play,” the artwork has to be 
damn good. 

And in this case it is. 

Bally artist Paul Faris has created a backglass which 
accents exactly the subliminal appeal of pinball (man 
versus machine). The hellish alien facing the player at the 
other end of the machine is crouched in the very same 
posture as the player himself, as if ready to counter every 
shot with a shot of its own. 

And the feel of the game and its effective use of sound 
carry this illusion even further. 

Wide-bodies have always had an uncomfortable feel 
for many pinball players, but this oversized game leaves 
the player with the feeling that he is wrestling with a beast 
slightly larger than himself. 

The artwork, of course, is suggestive of the summer’s 
sci-fi thriller movie, “Alien,” wherein horrified audiences 
saw the alien burst out from inside a man. 

In Space Invaders, the tables are turned somewhat; it 


is the player who is trying to burst out from within the 
alien. 

To create this impression, Bally has desianed a 
playfield that is skeletal by nature. This is best detailed by 
the shoulder-blade curvature at the top of the playfield 
and the Accelerator Hoop in the heart center of the 
game. (In fact, the accelerating heartbeat sounds of the 
game intensify the player’s feeling of being within the 
alien.) 

There is also a sense of enclosure on the playfield, as 
though the player cannot escape from this skeletal maze. 
The trapped ball “Clone Chamber” and the drop target 
blocking passage to the free ball gate help give the 
impression of being locked inside the alien itself. 


Bally’s bet, obviously, is that it’s a sensation worth 50 
cents to the player. As we said, it’s still too early to predict 


on the success of that. But one thing is certain: at a 
quarter per play, it’s definitely a bargain for the player. 


Regardless, therefore, of the price affixed to the coin 
slot, Space Invaders shows how pinball design and 
pinball art can come together to create something truly 
exceptional. 

For those who are legally inclined, such a game should 
go a long way toward showing the true worth of pinball in 
our society today. 


Editor's Note: Here, PLAY METER inaugurates a new section called “Special When Lit.” This department will 
spotlight from time to time a new piece of equipment which, in the opinion of the editors of PLAY METER 
magazine, is deserving of special attention. Such pieces are selected on the basis of their originality, innovation, 
play appeal, and potential profitability; and they are recommended to our readers. 


— By David Pierson 
PLAY METER, May, 1980 


G07 Color Monitor 


Video games have never been 
In greater demand than they 
are today. 

For you, the operator, the 
most important thing to know is 
that the fun will last. Today, 
tomorrow and on down the line. 

Flectrohome takes the 
games business very senously. 
This explains why Electrohome 


monitors are demanded by 
many major manufacturers. For 
after all is said and done, dura- 
bility is the name of the game, 


G05 X-Y Monitor 
Quadrascan® 


and that depends, to a large 
extent, on the monitor. 

The proven reliability we 
build into all Electrohome color 
and X-Y monitors shines through 
in their rugged physical con- 
struction. In games that not only 
set the pace, but can take the 
pace. 

Think about it. Better yet, 
insist on the high standards of 
Electrohome color and X-Y 
momitors for the competitive 
edge. 


Quadrascan is a registered trademark of Atari Inc. 


BMLECTROHOME 


ELECTRONICS 


809 Wellington St. N., Kitchener, Ontario, Canada N2G 4J6 Telephone (519) 744-7111 Telex 069-55449 
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have to pay for): heating bills, 
maintenance costs for parking lots, 
any escalation in the tax that the 
landlord is paying, any alterations 
caused by changes in local or state 
laws, and sometimes—even a charge 


for the landlord’s bookkeeping of the 
money you owe! I haven’t made any 
of these up: they all have appeared 
in one or more of the leases I’ve 
negotiated for my arcades. Now is 
the time to remember the first rule 


Arcade Site 


Evaluation 


1) (If your arcade site has one of the following 
qualities, closely check community attitudes before 


opening): 


—School is one half mile or less from store. 
—Church is one half mile or less from store. 
-~-Pornographic book store or other “adult” type 
facility is located near to store. 


2) (If your arcade site has one of the following 
qualities, be careful and make sure there are off 
setting advantages to the site): 

— Bar or night spot is right next to store. 


—-Little or no parking space. 


.\—Landlord up-tight about loitering problem. 
— Another arcade less than one mile away. 


3) (Ifthe arcade site has one of the following qualities, 
then proceed with lease negotiations): 
Centrally located in a business area. 


~ Near a movie. 
‘Near a family restaurant. 


<-Near a fast-food restaurant. 


= Near a bowling alley. 
— Near a skating rink. 


—Near a large housing or apartment development. 


4 
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what are you waiting for?|: 


—Two or more of the qualities in Section 3, above 
—In a successful, large shopping mall. 

—In a resort town (In this case, several arcades 
located close to each other can act as a draw and 


add to your business.) 


(If your arcade site has one of the following qualities 


DANGER! 


foes 


CAUTION! 


foe 


CHARGE! 


. 


©1976 by James W. Sedlak. Reprinted with 


permission. 
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of signing a lease: Everything is 


negotiable. 


REVIEW LEASE TERMS WITH 
YOUR LAWYER 

At this point, many operators turn 
the lease over to their lawyers and let 
them negotiate it. However, while it 
is always a good idea to get a legal 
opinion about the lease, remember 
you are the one who has to pay the 
bills. You must know every detail of 
the lease you are signing. Your 
lawyer will often accept something as 
a “standard clause” that you 
wouldn't approve of. 

Remember also that the lease was 
drawn up by the landlord’s lawyer. 
His job is to protect the landlord’s 
interests...not yours. You will proba- 
bly find several pages of what you 
have to do for the landlord spelled 
out and, maybe, one or two 
paragraphs of what the landlord will 
do for you. 

To help you in reviewing the 
lease, listed below are several 
common items you should be sure 
are handled to your satisfaction. It is 
not an all-inclusive list, but it should 
give you a good start. 

RENT—Make sure the square 
footage stated in the lease is the same 
as that quoted to you. You may find 
your 2,000 square-foot store is 
actually 2,200 square feet of area 
and your rent has just gone up 
$1,000 or so. Also, if your lease in- 
cludes a percentage of gross income 
as part of the rent, make sure it is 
spelled out, in detail, how the gross 
will be determined. 

SECURITY DEPOSIT —This is an 
area to which you should pay 
particular attention. Every dollar you 
spend on a security deposit is one 
less dollar you have to invest in 
games. Most landlords will usually try 
to get three to six months rent as 
security. You should try to negotiate 
this down. One way is to pledge 
some of your equipment as security 
—this way each dollar provides 
double duty: to buy equipment and 
to provide the security deposit. 

ENVIRONMENT—You have sel- 
ected your location because it is in an 
area trafficked by teenagers. 
Frequently this is because some 
leisure activity (bowling alley, movie, 
etc.) is in the area. If that attracting 
business moves away, your business 
could be hurt. Therefore, in your 
lease you should place a clause that 
states if the other business moves 
away, you have the option of 
cancelling your lease. 

EXCLUSIVE CLAUSE—If your 
arcade is successful, you don’t want 
another arcade opening up next door 
to you. Get a clause in your lease 
that prohibits the landlord from 
renting another store for an arcade. 
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Make sure the term “arcade” is de- 
fined in the lease. This may sound 
like a common sense item, but you 
would be surprised at how many 
businesses don't incorporate it. 

In one strip shopping center where 
we operated an arcade (and had 
such an exclusive clause) a_ well- 
known film-developing store opened 
and did a good business. Within a 
year, another film chain opened a 
store in the same shopping center. 
Obviously, even the national chain 
didn’t have the forethought to get 
that exclusive clause. 

ELECTRIC WIRING—Very few 
retail stores have sufficient outlets 
installed to operate all the games you 
will put in your arcade. Try to get a 
statement in your lease that says your 
landlord will install the wiring at his 
expense. If you don't, you may go 
through the expense to install them 
and find out when you're ready to 
leave that the outlets belong to your 
landlord—since they are many times 
considered as structural improve- 
ments to the store. 

One final word on the subject of 
lease negotiations: Make sure every- 
thing is in writing. That is the only 
way terms are enforceable. Verbal 
leases and agreements last only as 
long as human memory—and some- 
times that’s pretty short! 

Now you have found the ideal 
location and negotiated a super 
lease. You move in and_ start 
business, right? Not quite. 

In most localities, you have just 
one more obstacle to pass—the 
zoning board. In most areas, there 
are local restrictions on the types of 
businesses permitted in certain zon- 
ing. Even when a_ business is 
permitted, there are often operating 
requirements which the business 
must meet (“variances’’). 

Before you approach the local 
zoning enforcement officer to get 
permission to open, there are a few 
facts you should keep in mind: 

(1) In the past, pinballs could be 
used for gambling. Therefore, pinball 
halls, game rooms, and arcades were 
often considered unseemly places 
and many localities barred them from 
setting up business. 

(2) The arcade business has made 
great strides in public acceptance 
over the last few years. However, we 
still have a few operators around who 
open an arcade and run it with very 
little control. Their stores become 
scenes of frequent fights, drug 
dealing, and generally look like the 
stereotype “hang out”. Thus, many 
local politicians still pre-judge the 
new arcade as a bad influence. 

(3) Taking all of the above into 
consideration, it might be wise to use 
a term other than arcade or game 
room in describing your planned 
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business to the local zoning officer. 
More acceptable terms that are often 
used are “recreation center,” 
“amusement center,” “fun house,” 
and “family entertainment center.” 

In| many localities, all that is 
required to get the necessary permit 
to open is to fill out an application, 
wait for the next planning/zoning 
board meeting, and have your 
location plans approved. In other 
locales it is much more difficult. In 
one village where I wanted to 
operate, | actually had to get a new 
zoning law written and passed before 
| could open the doors. This was a 
lengthy process that took over five 
months—even though not one word 
of concern or protest was ever 
mentioned in any public meeting. 

A zoning officer in another town 
gave me some “friendly advice” 
which you may find useful. This 
particular town had very still laws 
concerning arcade operations and 
there was not an available site that 
passed all the established criteria. | 
was about to give up when the 
zoning officer asked if | would sell hot 
dogs in the arcade. When I asked 
why, he explained that there would 
be no trouble issuing a permit for me 
to open a business to sell hot dogs. 
Once I opened, there was no law that 
restricted the number of amusement 
games that could be installed in a 
food store. Needless to say, | was in 
business within weeks. In a pinch, 
you might explore this approach. 

Well, that covers the basics. If 
you've followed me through all this, 
you now know how to find the right 
location, negotiate a reasonable 
lease, and get approval of local 
authorities. You can now plan on 
opening for business. 

Obviously, you still must purchase 
the games for the arcade and you 
have to make a host of operating 
decisions. But the basics are done. 

As a person who has operated a 
number of arcades, | have just one 
favor to ask: When you open your 
doors, please run a quality opera- 
tion. Make sure you adequately 
control your patrons, keep the 
machines in good operating order, 
and create an environment that will 
attract families. If you do that, you 
will find your next arcade very easy 
to open and you will have an easy 
time with local politicians. 

When I opened my first arcade in 
1973, the reaction of one of my 
neighbors was not pleasant and she 
stated she would never let her kids go 
to a place like that. Last month, this 
same woman invited my eight-year- 
old daughter to a birthday party for 
her child at the local “Dream 
Machine” arcade! 

We're making progress. 
future is up to you! 


Our 


A one- or two-player game 
where players shoot down 
bombs coming from the 
MONSTERS by operating a 
fireing button. 


If a player scores over 5,000 
points, he can enter his score 
and name. 


1.J.S. 
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5% 


of operators 


prefer a Valley Coin Table 


over any other make! 


THIS IS 5 TO 1 OVER 
OUR NEAREST COMPETITOR 


PieReS VWF 


Our Cue Ball is 
the right size 
mae 


Our all-white magnetic patented Cat’s Eye Cue Ball 
is the same size and the same durable cast phenolic 
material as Our numbered balls, and meets BCA 
specifications. Valley’s improved manufacturing 
Process assures complete roundness, uniformity, 
balance and precision for true roll. Balls are hit ‘‘dead 
center’ and contact cushions at proper height for 
greater accuracy — performance serious players not 
only prefer but demand. 


Our Ball Separator 


has no electrical or 
moving parts 


eS A Valley exclusive, 

it’s the simplest and most reliable 

of all the cue ball separation devices in use on any 

coin-operated pool table made today. This patented 

system, together with our Cat’s Eye Cue Ball, is 
Standard equipment on every Valley coin table. 


*From Play Meter Survey — November, 1979 


Our Ball Return System 
is unitized for longer, 


trouble-free | | 


service 

Underneath our all-slate 

playfields, the balls roll on a 

smooth, durable, unitized 

polyethylene track. Another 

Valley exclusive designed 

and built for minimum 

attention and less no-profit 

downtime. With no 

warping or spot wear, the 

track moves the balls 

quickly for continuous 
uninterrupted play. 

Our Tables are designed 
for simplicity, from set-up 
to service 

Clean and 

uncluttered are the 

keynotes of Valley 

table design and 

construction, inside and 

out. This makes them easier 

to look at and easier to 

set-up and service (occasionally 
needed, even on a Valley!) 
Most parts are interchangeable 
from model to model. Totally 
functional, dependable, profitable. 


Our Legs make our tables 


really stand up Valley’s reputation 


for dependability and 
profitability stands 
securely on four strong 
points...our molded, 
one-piece fiberglass 
legs. Doubly reinforced 
at critical stress points 
supporting the leg 
levellers, these 
specially-designed legs 
assure absolute rigidity 
even with heavy play 
and excessive abuse. 


Our Slate Supports 
make our imported slate 
“stay at home” 


Valley’s all- 

Slate playfields 

are imported and 

- : ground to a flatness 

sof within 10/1000 of an inch. 

Then, we support the slate with twin heavy-duty 

aluminum channel supports in addition to rigid side 

and end supports. You can be sure that slate will stay 
in place, flat and level. 


Our Table is the only 
complete money-making 
system you need 


It makes sense to operate Valley tables exclusively. 
Because Valley provides everything you need. A 
top-quality product with player appeal; choice of 
coin systems (multiple coin settings; optional bonus 
and time play) accessories; reputation for trouble- 
free service; greater and longer profitability; higher 
resale value. No need to inventory two or three sets 
of parts. Valley is still your single-source for built-in 
satisfaction and profits. 


THE VALLEY COMPANY 


Subsidiary of Walter Kidde & Company, Inc. 


P.O. Box 656, 333 Morton Street, 
Bay City, Michigan 48707 


Getting the edge 
on mall locations 


Are the high-volume arcade loca- 
tions really sewed up? Are those 
enclosed mall locations now reserved 
only for a few arcade chain 
operators? 

To a large extent, these premium 
locations have been snatched up by a 
handful of companies across the 
country—partly because these oper- 
ators have shown they can run clean, 
well-managed arcades and _ partly 
because mall developers, afraid of 
turning up a bad penny, have shown 
a tendency to go with the operators 
they have had good experiences 
with. 

But it’s still quite possible there’s 
room enough for the enterprising 
operator who wants to cut himself in 
for a share of the action in these 
high-traffic shopping centers. It’s just 
going to take a little more ingenuity 
and a lot more planning and hard 
work to beat the chains at their own 
game now. 

It could be that operators who are 
reluctant to enter the enclosed mall 
sweepstakes at this late date are 
thinking as follows: “Mall developers 
favor operators with mall experi- 
ence.” 

But if that’s what you’re thinking, 
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than it could be that you’re thinking 
in abbreviations. What is more likely 
true is that “All things being equal, 


mall developers favor operators with © 


mall experience.” 

And therein lies the strategy 
newcomers should take to beat out 
the national chains for those prized 
arcade locations. They can’t try to be 
as good as the national chains; they 
have to be better. 

But how? This is where good old 
Yankee ingenuity comes into play. 

First, though, let’s examine what it 
takes to achieve equality, then we’ll 
examine an approach that might help 
you compete successfully with the 
nationals. 


Standards 

First off, your proposed amuse- 
ment center has to meet certain 
standards. If it cannot incorporate 
standards to insure a clean, well- 
managed game center, then forget 
the whole idea because the leasing 
directors won't be interested in your 
proposal. 

You see, leasing directors have 
a pretty clear idea of what they want 
in an amusement center, and that 
thinking is reflected in the amuse- 


By David Pierson 


ment centers in enclosed malls 
today. As Ted Olson, this month’s 
Coinmen, observes: “The top four or 
five game center operators in the 
country today...all have pretty much 
the same aproach to decor and store 
management.” 

That is not by accident. It is by 
decree. Remember, before you go 
into competition against the ‘“Mc- 
Donald’s” of the arcade business, 
you have to analyze what they are 
doing right. And here is some of 
what they are doing—and_ not 
doing—to insure their good standing 
with mall developers. They— 

—Don't allow loitering. They 
establish “No Play, No Stay” rules, 
and have their attendants follow 
them strictly. 

—Don't allow food inside their 
establishments. 

—Do have uniformed attendants 
on duty at all times. Attendants are 
usually at least 25 years of age. 

—Do keep their game centers 
clean. In fact, in many cases, they 
keep their stores cleaner than the 
other businesses in the malls. 

—Do control the noise levels of 
their games. With some mall devel- 
opers, this is a big headache. For that 
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Electronic 
System 
designed and 
manufactured 
by URL, Inc., 
A STERN 
Subsidiary 


Stern Electronics, Inc., 

1725 Diversey Parkway, Chicago, Illinois 60614 
(312) 935-4600 Telex: 25-4657 

Toll Free Service No.: (800) 621-6424 


reason, the top game centers usually 
incorporate some ideas about sound- 
proofing. 

—Do rotate their games frequent- 
ly. 


Strong cards 

After you have established equali- 
ty with other operators, you have to 
show that your plan is superior. And 
the area that seems to offer the most 
possibilities in this regard can be 
found in the terms of the leasing 
agreement. 

On the average, as an amusement 
center operator in an enclosed mall, 
you can expect to pay $20 per 
square foot per year or ten percent of 
your gross revenue, whichever is 
greater.” And most of the time it’s 
the ten percent of the gross that ends 
up being greater. So it follows that 
the mall developer will show interest 
in measures which would _ insure 
larger gross revenues—as long as 
those measures don’t create adverse 
conditions for neighboring business- 
es. 

And one way to approach this 
may be to show the mall developer 
that you can offer him certain 
advantages in this regard. 

One obvious advantage which you 
enjoy, especially if you are a route 
operator whose geographical spread 
extends into the mall’s location, is 
that you can probably rotate your 
games better than a national firm. 
The mall location within your normal 
sphere of operations is favorable to 
you, but game rotation can be a 
problem area for many _ national 
operators. 

Mall developers are well aware of 
the advantages of efficient game 
rotation. They see how it translates 
into better gross revenues; so it’s to 
your advantage to stress your clout in 
this sphere. 

But your real advantage would 
appear to be in the area of cash 
control and accountablility. You see, 
one of the biggest handicaps. this 
industry faces when dealing with 
other industries (such as real estate 
developers) is that the coin-op 
industry does not work with receipts, 
and this creates suspicions (even 
unfounded ones) for businessmen 
who are more accustomed to doing 
business with stores that have 
receipts to show as evidence of their 
transactions. 

This is one reason why developers 
show a reluctance to try new 
operators. Those operators in malls 
today have already established their 
credibility with mall developers. They 


————— EEE 


* Additionally, you can expect to pay 
CAM [common area maintenance] 
charges—which can vary from mall 
to mall. 
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Uniforming your employees is a 
“must” for operating a mall location. 


Your arcade’s name could be here 
on the shopping-mall directory. 


have delivered on other promises as 
far as the management of their 
arcades; their stores are clean and 
well-managed. So they have estab- 
lished themselves as_ trustworthy 
operators. And that is the next best 
thing if there are no receipts to 
depend on. 

Still, the fact that this is a business 
without cash receipts leaves an 
uneasy feeling with leasing directors. 
One such leasing director told PLAY 
METER, “There’s no way we can tell 
actually what kind of business an 
amusement center does because 
there are no receipts.” 

So, for the enterprising operator 


who is looking to crack the enclosed 
mall clique, he could very well be 
raising his chances if he were able to 
offer a metering system which 
provided cash receipts. 

Such a system was created by 
International Totalizing Systems (and 
examined in the September 15, 
1979 issue of PLAY METER, pages 
37-44), a system that may provide a 
competitive edge for operators vying 
to break in with a mall development, 
because of receipt capability. 

According to one arcade operator 
who is using the ITS system in his 
four mall locations, the system gives 
him more reliability with his landlord. 
“If he questions my gross receipts,” 
he said, “I can just come up with the 
receipts and show them to him. 

“When you tell them (mall 
developers) what you made in the 
place,” he explained, “they more or 
less have to take your word for it. But 
in the other establishments they can 
check the books. That's probably 
why a system such as this might be 
something of an edge over someone 
who is asking the mall to rely on his 
word.” 

The problem with cash receipts 
isn’t just one of landlords suspecting 
operators of skimming. In most 
cases, such as with national chains, 
for instance, it would be physically 
impossible for the operator to make a 
false report. The cheating would 
come from dishonest managers, and 
this is a theft problem which would 
hurt not only the mall developer but 
the operator, too. 

A metering and receipt system 
surely does not provide a foolproof 
method of stopping employee theft, 
but it does restrict it considerably. 
The greatest area for employee theft 
with such a system installed appears 
to be where an attendant would 
blame a discrepancy in actual cash 
collections and the meter reading on 
unrecorded test plays. 

But Jon Daugherty, president of 
LeMans Development Corp. and 
seminar speaker at the Amusement 
Operators Expo on “Internal Cash 
Controls and the Absentee Owner,” 
suggested a way around that. His 
suggestion: rig a test switch which 
bypasses the metering device. In that 


way, the meter readings would 
remain secure. 
It's a proposal that deserves 


further investigation, especially for 
those operators who want to pave 
the way with mall developers. 
Internal cash controls, it appears, 
may be the way to go. From the mall 
developer’s viewpoint, it would help 
assure him that he is not being 
robbed. From the operator’s view, it 
would help guard against employee 
theft and might even help him land 
one of those prized locations. 
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Putt-Putt and arcades: 


A golf link can be a bonanza 


O nce upon a time a certain soft 
drink was thought of as a remedy for 
dyspepsia and other maladies. The 
caramel-colored pop (which = shall 
herein be nameless) did a modest 
business for an Atlanta doctor for 
awhile. But then a smart Joe decided 
that the drink could be connected to 
a simply refreshing beverage—and 
the rest is soft drink history. 

So it is becoming with game 
rooms. The alliance of arcades to 
other forms of amusement is 
expanding coin-op locations far 
beyond the beach, bar, and special- 
ized arcade locations. 

A case in point is Putt-Putt Golf 
Courses of America, Inc., based in 
Fayetteville, North Carolina and 
franchised from there to Arizona, 
Australia, and Japan. In Putt-Putt’s 
24th International Convention for 
franchisees in Orlando, Florida in 
January of 1980, two philosophies 
for broadening its scope of opera- 
tions to include game centers were 
presented in a panel discussion. 

Pat Gordon, Putt-Putt operator 
from Alberquerque, argued for buy- 
ing the games and calling on 
technicians for service when neces- 
sary. And presenting the opposite 
standpoint for game room operation 
was Dan Kinlaw, a North Carolina 
operator with two arcades connected 
to Putt-Putt, who argued for negotia- 
ting with a route operator who can 
rotate the games. 

A third member of the panel said: 
“I think most of the Putt-Putt people 
left (Orlando) feeling they should call 
on the experts (the route operators) 
for moving the games weekly or 
whatever.” 

That panelist, Virgil Vance, presi- 
dent of Van Brook of Lexington, 
Inc., the marketers of tokens, noted 
that the rain check practice at many 
miniature golf courses “takes 
business home,” possibly insuring a 
return visit with the ticket for play 
another day but ending business on 
the rainy day. “Now they give out the 
rain check, and you can come in the 
arcade, play, and after the rain or 
that night, come back to the golf 
course,” Vance observed. (An article 
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Rain, shine, or snow, golf fans play the coin-op games: The golf course 
connection made by Putt-Putt Golf Courses will open new business for 
experienced amusement machine operators. 
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of the advantages of token usage on 
location is elsewhere in this issue.) 

That Putt-Putt of America is 
broadening its operation opens op- 


portunities for expansion by profes- 


The most 
sional amusement machine opera- 
profitable tors into these high-traffic locations. 


Kiddie Ride Miniature golf has made Putt-Putt 


—Ever! a noted business success since Don 
Clayton founded that business 27 
years ago. But as he says today, 
that was “another day, another time 
in the world of games.” Seven years 
ago, Putt-Putt locations began to 
include machines—“elementary pin- 
ball and video games” in Australian 
locations, with three to five units in 
each putting-course site. 


“Then about three years ago we 
did several pilot models (locations) in 
Asheville, Houston, and Cleveland 
areas where we built accomodations 
for game rooms with the _ golf 
courses.” Now in a general ex- 
pansion program with some elabor- 
ate facilities in thirty cities, Clayton’s 
organization has “gone more refined, 
with fountains, landscaping, and 
larger buildings.” He said a Putt-Putt 
site will typically be having 60, 65, or 
more games on location. 


: tT tT 
The hydraulic helicopter seats one child and has two controls, one to 
raise and one to lower, plus a push button for a machine gun. The 
helicopter goes up four feet. 
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14 of the most arractive kiddie rides in the world, smaller, safer, stronger 


Chip Linville, a franchisee of 
Putt-Putt with five locations in five 
states, made the arcade connection 
before the Fayetteville firm made its 
large-scale move last year. He said 
that in April of 1979 “I came to my 
senses,’ opening game rooms at 
Putt-Putt courses in Rockville, Mary- 

land and Syracuse, New York. “It 
Clevela nd | | extended my operation. I’m not a 

year-around operation except in the 
MONR« arcade.” 

— That is the natural appeal of 
expansion into coin-operated or 
token-fed games. Linville talked with 
PLAY METER on a day when 
Rockville had three inches of snow 
on the ground—not the best weather 
on the golf course. Golf is, of course, 
seasonal, “but people are in the 
TOLL FREE (outside Ohio) 1-800-321-3072 game room all year round.” The 
operator does not have to count on 
Rapiasentind: the six months of cold weather being 
Allied © American ¢ Atari © American Shuffleboard ¢ Bally cs SAM eee cei pa se — 
Cinematronics ¢ Deutsche Meister * Exidy ¢ Electro-sport SG. 

Game Plan ¢ Gremlin ¢ Irving Kaye ¢ Intermark ¢ Lektro Vend An independent source said the 
Meadows * Midway ® Mirco © Rock-Ola Music and Vending general connection of arcades to golf 
Ramtek ¢ Sega °® Stern ® Taito ¢ U.S. Billiards * Vectorbeam by Putt-Putt is “a bonanza for them.” 
Clayton said his corporation “would 
M ON R O E be happy” with a realistic—or even 
conservative—15 to twenty percent 
increase in gross revenue. The 
independent source said Putt-Putt 
D ISTR IBUT ING, INC. will have about ninety percent of its 
500 licensed courses connected to 
2999 Payne Ave. 1424 Stanley Ave. See? 
Cleveland, Ohio 44114 Dayton, Ohio 45404 arcades on their sites before 1981. 
216/781-4600 513/223-0550 One location in the southwest 
Telex 98-0197 Telex 28-8098 reports income of $63,000 from 
games on a miniature golf location, 


¢Rely on our reputation for top quality equipment and service 

¢Our new 70,000 square foot facility enables us to carry a large 
inventory of new and used equipment 

¢Call or write us and we'll put you on our mailing list to receive 
Our equipment bulletins 
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Ready 


for 
Action 


Rescue is just one of our many services... 
fast, dependable help in coin-operated equipment 
purchase, maintenance and repair, when you need 
it. Plus, we offer strong back up from our large 
selection of parts. Whenever you really want action, 
call us. We'll send our first regiment charging to the 
rescue. 


Serving the West 


betson 
pacific distributing company 


1319 West Pico Blvd., Los Angeles, Ca. 90015, (213)746-1191 
960 Howard St., San Francisco, Ca. 94103, (415)543-4495 
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T-shirts and other goods are featured in the “Putt-Putt Plus” Pro Shop: Merchandise tied to the joint amusements. 


versus $48,000 from its golf revenu- 
ue. 

And _ Linville, with New. York, 
Louisiana, Georgia, Maryland, and 
Virginia Putt-Putt sites, points out 
another advantage to the golf course 
site: It is normally on a_ highly 
trafficked route, and that leads to the 
spin-off of coin-op game _ players 
from those habituated to going to or 
driving by the golf course. 

Putt-Putt Golf Courses, Inc. 
presently takes a dual approach to 
game machines, owning some of the 
hardware and leasing from operators 
for some other sites. 

At the Putt-Putt International 
Convention, said Van Brook’s 
Vance, “the general consensus was 
to contact a local operator to put in 
games on a percentage basis rather 
than to try to become an overnight 
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expert on arcade games.” 

In an interview with PLAY 
METER, Putt-Putt’s president ex- 
plained that the licensee is offered 
guidance, seminars, and attendance 
at coin-op trade shows to aid him in 
familiarity with the added area of 
amusement games on site. 

Clayton said the expanded opera- 
tion, called Putt-Putt Plus, includes 
an arcade, sometimes a_ go-kart 
track, an ice cream parlor, and other 
frills. “We’re trying to keep a family 
atmosphere,” he said. (This senti- 
ment is echoed by licensee Linville, 
saying: “Everything done on the 
course is very family-oriented. It’s 
imperative the amusement game 
room be a family environment.”) 

The “family” paying to play at 
Putt-Putt courses numbered 35,000 
last year. Clayton beamed: “We 
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think the potential in this area is just 
tremendous.” From 40 Putt-Putt 
courses expanding with arcades this 
year, 150 are expected to have made 
the connection with arcades by the 
end of 1981, according to Clayton. 

The facilities at Putt-Putt courses 
are “moderate, elaborate, or simple, 
depending on space available to us,” 
he explained. In terms of space, 
some 2500 feet is considered 
“moderate size,” an arcade of 35-40 
machines. One renovation method 
on existing Putt-Putt sites has been to 
remodel a clubhouse to make a game 
room addition onto the present 
concessions area for the golf course. 

“Tl hope it will be a positive entry 
into the (amusement games) busi- 
ness, associating pinball with ice 
cream, mother, and apple pie,” said 
Clayton. —by Ray E. Tilley 


An example of operating the golf tie-in 


Chip Linville of Rockville, Mary- 
land provides a profile of a Putt-Putt 
franchisee in terms of the extent of 
amusement machine hardware on 
location, and other statistics. 


He has himself been a franchisee 
of Putt-Putt Golf Courses for 12 
years. In 1980 he has golf courses in 
Rockville; Syracuse, New York; 
Metairie, Louisiana; Atlanta; and in 
Virginia. 

In Metairie, on a site by a major 
highway near New Orleans, he plans 
expansion to 80 units of amusement 
machines on the Putt-Putt course. At 
Rockville he employs 55 pieces, 15 
are on location in Syracuse, and he 
will take on a partner to build a game 
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room with Putt-Putt course in 
Buffalo, new York, where the arcade 
facility will have 2200 square feet of 
space, typical of Linville’s several 
facilities. As an example of the mix of 
game equipment, Linville has 60 
percent videos at the Rockville 
location. 


The golf course licensee offers a 
helpful hint, too, in dealing with local 
planning and zoning boards. From 
his experience he notes that a 
miniature golf course is “usually in 
‘commercial’ zoning, but a problem 
lies in antiquated laws and county 
commissioners because of some 
‘seedy’ locations.” The mind of the 
local public official may well associate 


game rooms with an_ undesirable 
societal element, unfortunately: the 
supposed picture of unemployed 
persons loitering, juvenile delinquen- 
cy, and other unfavorable points of 
reference. 

But the “image” sought by 
Putt-Putt Inc. and by licensee Chip 
Linville is very different: the “famly 
environment.” With the golf course 
already located and potential zoning 
issues already fought and settled, a 
zoning argument is short-circuited 
with the extension of arcade games 
on a site where a form of game, 
miniature golf, is presently being 
played. 

“It’s a natural 
Linville’s words. 


land use,” in 
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A success grows in Brooklyn: 


Embellishment of arcades and site 
tie-ins for greater revenue are illus- 
trated by plans for Urban Amuse- 
ment Park. The park will be located 
at 835 Pennsylvania Avenue, Brook- 
lyn, New York. 

The park itself will occupy approx- 
imately 12,000 square feet (properly 
zoned) and comprise four major rides 
and seven kiddie rides. In addition, it 
will have a refreshment stand for 
items such as popcorn, drinks, and 
cotton candy. 

The Park will be situated around a 
2,400 square foot arcade now in 
operation. That amusement center 
has in excess of 60 pieces of 
equipment and is called Fun Factory 
Arcade. It is a seven day per week, 
52 weeks per year operation, with a 
projected gross income in excess of 
$200,000 per year. 

Numerous factors bode well for 
the success of the park and increased 
volume for the arcade. The Urban 
Amusement Park’s projected gross 
revenues are between $200,000 and 
$250,000 per year. “‘It is difficult at 
present to project any net income 
since each business is unique,” said 
the developers, Allboro Equipment 
Company. “However, it can safely 
be assumed that the industry wide 
net of 30 to 35 percent can and 
should be projected for this park.” 

Directly adjacent at 819 Pennsyl- 


vania Avenue is a McDonald’s 
restaurant. This fast food operation 
reportedly has grossed over $1 
million and at a $1.59 per capita 
spending yields over 625,000 
patrons per year. The owner of thi 
McDonald’s has expressed a desire to 
participate in promotional activity or 
programs of the Urban Amusement 
Park. Also projected is an entrance to 
the park through the fence that 
separates it from the McDonald's 
parking area at present. 


In addition, there is a Nathan’s 
Famous Restaurant directly across 
from the Amusement Park, also on 
Pennsylvania Avenue. The gross 
income for this fast food store is 
between $500,000 and $750,000 
per year. 

A Merit gas station is located 
across from the park and it pumps 
over one million gallons a year. 


Otherwise located in the area are 
two more gas stations, a deluxe 
diner, and two car washes. In 
addition, Pennsylvania Avenue 
carries over 8,000 cars per day. 


The park site is within two miles of 
three major insterstate roads. Mass 
transit is also available in the form of 
two subway lines (LL&J) and a New 
York City bus route that has a stop 
directly at the front entrance to the 
park. 


Urban Park features arcade 


The contingent neighborhood in- 
cludes residential dwellings and 
commercial buildings. One high 
school, two junior high schools, and 
three elementary schools are within 
walking distance. The area is densely 
populated, of course. Some 250,000 
people live within walking distance 
and within a radius of seven miles of 
the park, the population exceeds one 
million. 


The principal involved in the 
Urban Amusement Park will have 
another advantage in his formulation 
of the site—the fact that the landlord 
of the park site, Irving Vichinsky, has 
owned and operated Steeplechase 
Park, Coney Island, New York for 
nine years. He and his partner, 
Norman Kaufman, will be consul- 
tants to the principal during the 
formulation, construction, and oper- 
ation of the park. Their combined 
experience in the amusement busi- 
ness is over forty years. 


Also, Vichinsky is the owner of the 
land that the McDonald’s is situated 
on. He is also a principal in the Fun 
Family Arcade (which is family- 
owned and -operated) as well as a 
principal in the Allboro Equipment 
Company at 839 Pennsylvania Ave- 
nue. It is obvious that he has a vested 
interest in the success of the Urban 
Amusement Park. 


Hanson delivers on triple Shootout 


Officials of Hanson Distributing Co. 
of Bloomington, Minnesota termed 
player and operator response 
“staggering” to 1980 Shootout, the 
first major triple tournament—pin- 
ball, foos, and eight-ball competition. 


Held April 4-6, Shootout had over 
150 locations represented in the 
finals. According to Kirk W. 
McKennon, Hanson vice president/ 
sales manager, the tournament was 
the culmination of some fifteen 
months of work with games, players, 
operators, location owners, and 
manufacturers. 


A useful product of the Shootout 
olanning were tournament kits, 


which can be purchased by opera- 
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tors, turned over to locations, and 
put to work boosting game play 
through tournaments. 

The kits (see photo in “Distribu- 
ting” this issue) contain the ingre- 
dients to run a series of weekly 
tournaments and an_ in-location 
playoff. Advertising slicks, banners, 
and posters to further promote the 
event are included. 

Each weekly winner received a 
Shootout sweater and qualified for 
the location playoffs. The winners of 
the location playoffs in Shootout 
1980 received plaques and qualifica- 
tions to the finals in the Radisson 
South Hotel’s Grand Ballroom, a 
20,000 square foot floor, in Bloom- 
ington. 


Prizes at the Radisson finals in- 
cluded over $5,000 cash, a Game 
Plan Super Nova pingame, two 
Tournament Soccer foos tables, and 
a Tournament 8-Ball table. 


Hanson Distributing used ideas of 
their own and Topurnament Soccer’s 
and U.. S. Billiards’ input and exper- 
tise to put together the tournament 
kits. 


Persons interested in duplicating 
this event can purchase sample kits 
for $25 each from Hanson Distribu- 
ting Co., 9201 Penn Avenue South, 
Suite 1, Bloomington, Minnesota 
55431—or by phone: 612/884- 
6604: Minnesota, 800-352-2780, or 
800-328-2866 out of state. 


59 


Distributing 


Exporter foresees pingames 
in People’s Republic of China 


By RAY E. TILLEY 
Mondial exporters of New york have 
hopes of developing a_ pingame 
market in “The Sleeping Giant” after 
Mondial President Suran D. Fesjian 
visited in Shanghai, Peking, and 
other cities. 

In Fesjian’s two-week stay in the 
People’s Republic of China last fall, 
“he never came across anything 
resembling a pinball game,” reported 
Richard Sarkisian, Mondial Com- 
mercial Corp. executive vice presi- 
dent and sales manager. 

What Fesjian did find, however, 
was a rich interest in mechanical 
games. Existing machines observed 
in major Chinese cities were 
“archaic” electro-mechanical games, 
such as basketball types of several 
decades ago in America. 

In contact with the Department of 
Tourism and Recreation in Shang- 
hai, the Mondial president was 
offered a tour of the Children’s 
Palace there. In this facility, which is 
“not open to the man on the street,” 
Fesjian noticed the aged games— 


Gottlieb 


D. Gottlieb and Co. presented silver 
trophy cups to a dozen distributors in 
the U.S. who have handled the line 
for 25 years or more in a January 
sales meeting at Oak Brook, Illinois. 

Distributors who received silver 
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Z PEACH STATE DISTRIBUTING CO. / 
040 Boulevard, S.E. - Atlanta, Ga. 


TOLLFREE: 
1 - 800 - 241-1346 (except ii 


“The Coin Industries’ Largest Distrit 
Brand Electronic Parts - Write for FREE Catalog.” 


mechanical and some electric mach- 
ines. The Children’s Palace provides 
for youths aged 10 to 17 to be 
trained to repair electro-mechanical 
devices. (As is common policy in 
mainland China, visitors’ photo- 
graphy was not allowed inside the 
Palace.) 

Although amusement games _ in 
China are behind closed doors of 
non-public places such as_ the 
Shanghai facility, Sarkisian com- 
mented: “We feel, once they get the 
taste for them, they will take them 
into public areas where a demand is 
created. It may be 10 years away,” 
he told PLAY METER. 

The tourism/recreation office of 
the People’s Republic government 
accepted an offer from Mondial 
exporters to ship a Gottlieb pinball 
game to Shanghai. The game was 
accepted, said Sarkisian, “to 
acquaint themselves with its electro- 
mechanical circuitry.” 

As a market develops in China, 
solid-state technology machines 
would be introduced, he added. 


cups at the Gottlieb banquet are: Dan 
Brown and Chuck Arnold, Rowe 
International in Dedham; Frank Ash, 
Active Amusement in Philadelphia: 
Steve Lieberman, Liberman Music in 
Minneapolis, Herb Rosenthal and Al 


30312 / 


z 


utor of Name 


“Apparently, they had never 
heard of or seen this type of 
amusement device before,” Sarkisian 
reported. “The Gottlieb game is 
currently afloat on its way to 
Shanghai, and Mondial, in addition 
to the game, has sent ahead a service 
manual, schematics and other items 
for the children to study. 

“Mondial believes this will be the 
first pinball in the People’s Republic 
of China,” said Sarkisian. 

In time, the Mondial Organization 
foresees ‘“‘a tremendous market” in 
the People’s Republic. 

Sarkisian added that Fesjian’s visit 
in October and November of 1979 
was spurred by the company’s 
constant search for new markets to 
develop. “Mondial pioneered the de- 
velopment of games in certain 
countries of Europe and Africa,” said 
Sarkisian. 

Mondial Commercial  Corp., 
based at 350 Fifth Avenue, New 
York City, represents Allied Leisure, 
Atari, Ramtek, Exidy, and Gottlieb 
lines. 


honors 25-year vets 


Rodstein, Banner Specialty in Pitts- 
burgh; Jean Coutu, Laniel Auto- 
matic in Montreal; Marion Mitchell, 
Morris Novelty in St. Louis; Leroy 
Kitsch, Culp Distributing in Okla- 
homa City; and Joel Smeyne and 
Mort Hyatt, General Vending in 
Baltimore. 

Other silver cup recipients are: 
Abe Susman, State Music in Dallas: 
Ron Rood, Southern Music in 
Orlando; Al Toranto, Birmingham 
Vending in Birmingham; Ron Gold, 
Cleveland Coin International in 
Cleveland; and Hymie Zorinski, H.Z. 
Vending in Omaha. 

A lively feature of the distributors 
meeting at the Oak Brook Hyatt 
(where Gottlieb’s new intermediate- 
sized pinball cabinet was introduced) 
was a pinball championship contest 
among .the Gottlieb line handlers. 
Winners were: Frank Ash of Active 
Amusement, John Hill of Empire- 
Grand Rapids, Bob Nims of A.M.A. 
Distributors, and Al Rodstein of 
Banner Specialty. 
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The fully 
illustrated 
story 


A dramatic technological breakthrough in pinball 
packaging from the Electronic Wizards at Bally 


Hypnotic! Mesmerizing! Spectacular, ag _ Players are totally captivated as the 
stroboscopic infinity effect on Space © Soaée inuat light patterns change and sounds 
Invaders backglass joins increase with the games’ 
forces with the accelerating | ieee play. An intensity builds as 
heartbeat and laser-like | the scores build to a cres- 

_. sound effects to produce a +, C a oe Jae cendo for a totally unique 

_ @living machine! _ a De s and awesome pinball pack- 

> °*. gE ee ae age. No location has ever 
: Me! es 10g 3 UD ate tae se experienced such profit 

: sana power as commanded by 
this fantastic 
flipper! 
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A DISTANT 


PLANET ORBITING THE BINARY STAR 
PAIR ALPHA AND PROXIMA CENTAURI. 
RS YOu HAVE. You 
Rs ! 


ORDE 


| y SEQUESTO 
| REMEMBER THE INVASION 
\ |S ESSENTIA 
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POL <4 
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AN ASSEMBLY ON 


RY? MARY BETH BuSH € CAROL PorTH 


ART: PAULFARIS 


STO 


EARTH: 1980 


MON 
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he ES Ve 


HE LAUGHED QUIETLY TO meee a aera er OVER 


THE KOW OF VIDEO GAMES...ALL SPACE INVADERS. 
THEY HAD SucH A HYPNOTIC EFFECT ON ANYONE 
WHO PUT A QUARTER IN THE SLOT THESE MACHINES 
HAD CAPTIVATED PLAYERS WORLDWIDE. .THEY KEPT IN— 
CREASING- IN NUMBER ANDO THE SECOND WAVE. 
APPEARED AS DELUXE. SPACE INVADERS. ONCE 
AGAIN THE STEADY HEARTBEAT COULD BE. HEARP 
AND BEHIND ALL. THE FUN AND GAMES, NO 


ONE REALLY NOTICED THAT THE. SPACE. INVADERS 
WERE TAKING O 


oe 
> 2 ape 4 


LATER, ina CORNER TAVERN . [RG 


T. J. OWNER. LOOKS AROUND THE ARCADE 
ONE LAST TIME. BEFOKE LOCKING ThE. 
DOOR, IT HAD BEEN & GooD Day... THOSE. 
ceil GAMES REALL 


DONT YOu GET ENOUGH OF THAT THING 
EVERY DAY, HONEY PYOUD THINK f 

_ OU WERE HYPNOTIZED 
~~ OR SOME-THIN® ie 


HIS EYES PASSED over Tue. I 
KOW OF PINBALL MACHINES, 
ALL DARK shake Quer NOW. 
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MAKE. 

—— Boy I'M 

| Y Sure TIRED. 

Oyun THINK TLL GO 

HAVE A CALD 
ONE 
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MEANWHILE, OUTSIDE 
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yp L, REALLY FELT 


Li KE PLAYIN G SOME. | 
PINBALL! | 


nae 


Y BOY, IT Sure 1S \ 
SPCOIY IN THERE WHEN\ 
ITS DARK, | 
HEX, WHAT WAS THAT ? |} 
THERE'S SOMETHIN’ J 
MOVING IN <4 


SUDDENLY, FROM INSIDE THE DORMANT | [IDR eee Oe J 
VIDEO Chine a THE VIDEO <CREENS HAD EMERGED 
P| ANT iam CLL I aaah | FROM THE GAMES AND BEGAN TO 

t SRN ASSEMBLE IN THE CENTER OF THE ROOM. 
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FROM THE FLOOR, 
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STUNNED BY WHAT HE HAP’ 
SEEN, JOHNNY KAN TO | 
Vag Oe 


TJ. CAUTIOUSLY FEERS 
THROUGH THE. GLASS AND IS! 
SHOCKED BY WHAT HE SEER 
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= ee BE THE SAME 


THIS UNUSUAL FHENOMENON IS BAFFLING EXPERTS EVERYWHERE ! SOME 
SAY IT 1S THE INTENSITY OF THE GAMES GLOWING KEP EYES; OTHERS CLAIM IT 
IS THE HYFNONC EFFECT CREATED BY THE UNIGUE INFINITY LIGHT PATTERNS; 
AND OTHERS STILL BELIEVE IT TO BE THE MACHINES CONSTANT HEARTBEAT _ 
THAT IS CAPNVATING THE PLAYERS OF THE WORLT? ALL WE KNOW FOR 
CERTAIN IS THAT SPACE INVADERS ANBALL ,WITH ITS MYSTERIOUS 
APPEARANCE ISA ANBALL COMPULSION NEVER BEFORE. EQUALLED. 

CHANNEL TWO HAS ATTEMPTED TO CONTACT BALLY PINBALL, BUT 
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jp, ALL LINES ARE BUSY. WE. WILL UPPATE. THIS INCREDIBL 
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Bonus scores advance one step wh 
player’s ball hits any one of the d 
targets, the center Invader Targe 
hoop, or a ball through either return lane. 
1,000 to 39,000 bonus is collected by = 
the outhole or the Mystery Ship Rollover. $3) 
A 5x bonus light adds scoring potential, 
and the 20,000 outhole bonus js held in 
the game's brain. # is 
Additionally, 5 red Invader Targets 
advance a 20-40-60 thousand bonus 
upon consecutive completions; the third 
also giving a Specie 0-40-60 
bonus remains in lary, 
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é A trapped ball capable of scoring from VO fe get NG a Fase] NEWS 
~ 10 to 50,000 points lies inthe chamber, (ley/f Aga ~4) NA_ ey SALAS 7 pare 
beginning a new game at 10,000, and CH BRON NeW . icooe az 
increasing with each hit. The Clone 
Chamber target scores 3 bonus 
advances. has 
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Pursue Blue Invaders m 
For Heroic Rewards 
The Blue Invaders consist of 5 rollover 
lanes. Knocking out the three Blue 
Invaders at the top of the playfield lights 
the center rollover to score the Clone 
Chamber Value. Completing all 5 lights 

@ the rollover lanes for extra balls and the 
center target arrow for 5,000 points « 
®3nd°3 bonus advances. 
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Reach Warp Speed Points 
Bonus Accelerator Hoop scores 5,000 
points and advances bonus, then scores 
5,000 points and multiplies the bonus 
from 2 thru 5x, then scores 25,000 
points and/or Special. 
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5 BALLS 
PER 


GAME 


Rondom Mystery Ship Feature. 

Keeps Player 5 On Stand-By Alert. 

A drop target worth 500 points and one bonus advance, a rollover 

for collecting the bonus, and a 50,000 point light are the three sections 
of this feature that randomly activate for a limited time, allowing players 
a chance for full scoring potential. A true challenge for even the most 
skilled players! 
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PINBALL DIVISION 


90 O'Leary Drive, Bensenville, Illinois 60106, U.S.A. 
Telephone: (312) 860-6400 


The operation of these games and the 
features therein may be subject to various 
state and local laws or regulations. It is not 
intended herein to solicit the sale of such 
games in any jurisdiction wherein the same 
may not be lawfully sold or operated. 
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Employees and management of Montreal distributor Laniel Automatic 
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gather around this Pontiac, the object of a Christmas 1979 drawing which 
has Laniel folks still talking. Two people “won” the car. 


Coin-op Christmas 


It’s almost summertime now, but 
employees of Laniel Automatic in 
Montreal may be thinking about 
Christmas. 

As part of the Christmas party in 
1979 honoring Laniel employees for 
their service to the distributor, the 
company used a novel approach to 
an automobile give-away. Tying 
handily to the nature of the coin-op 
industry, a drawing was held by the 
use of a bulk vending machine. 

Capsules were placed in the 
vending machine with each em- 
ployee’s name in one capsule for 
each three years of service he had to 
Laniel Automatic. Thus, every em- 
ployee had one chance, plus an 
added cap for each three years—the 
eldest in term of service having 36 
years’ tenure, therefore 13 capsules 
in the draw. Quarters were inserted 


in the machine for each step of 
elimination of names. 

Excitement at the Christmas party 
built up in amusement-game fashion, 
reports Jean Coutu, vice president of 
Laniel. Finally, two names remained 
in capsules to be drawn between for 
the win of a new Gran LeMans 
Pontiac. 

At that point, the two Laniel 
employees left in the draw decided to 
“hold all bets.” Forfeiting their 
chances to win the car, both workers 
decided to “split the car’—and two 
“winners” walked away happy from 
the company’s 45th anniversary 
Christmas banquet for employees. 

The element of competition was 
“a little bit of spice,” Coutu commen- 
ted, adding that the vending- 
machine draw may be used at 
another Christmas occasion. 


New appointments at Cle Coin 


The Special Products Division of 
Cleveland Coin International has 
been joined by Ralph Paukner, 
formerly owner and manager of the 


Paukner Vending Company in Avon 
Lake, Ohio. 


Tom Dietz has joined the 
Columbus office of Cleveland Coin. 
Dietz is a well known veteran 
formerly with the Shaffer Distributing 
Company. He will be responsible for 
the sale of music and games in the 
southern Ohio area. 


Cleveland Coin International was 
recently named Distributor of the 
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Year for 1979 by the Moyer Diebel 
Corporation with a gold plaque, 
presented to President Ronald A. 
Gold at the Casa De Campo resort in 
the Dominican Republic on February 
11. Gold in accepting the award on 
behalf of the company indicated that 
it should be directed to the combined 
efforts of Marion Berry and Charles 
Elkins, as outstanding industrial 
vending salesmen. 

Gold also said Cleveland Coin’s 
growth in industrial vending has been 
“truly gratifying and is a significant 
achievement in the past number of 
years.” 


» dollar bill 
% changer. 


Ardac’s 
tewwest 


Compact. 
Low cost. 


= Loose coins are loaded directly 
into hoppers where they are auto- 
matically aligned for payout. 


@ Ardac’s unique design virtually 
eliminates the possibility of coin jams. 


# A dollar bill stacker automatically 
stacks bills in a neat column. 


# Simplified electronics for greater 
reliability. 

= Modular construction for servicing 
ease. 


= Capacity up to $800.00. 


ARDAC 


Ardac, Inc., 4860 East 345th Street, 
Willoughby, Ohio 44094 
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Portale becomes 
Betson Pacific 


Betson Pacific officially opened its 
doors to the coin-op industry in 
April, after a year in which Portale 
Automatic Sales has been going 
through an evolution leading up to 
this change. 

Betson Pacific scheduled a cele- 
bration of its new name with a 
three-day “Debut” in two California 
offices. West Coast operators were 
invited to join the festivities during 
April 16-18. Many products will be 
on display including the new Gottlieb 
pin Spider-Man and games from 
Atari, Exidy, Gremlin, and Vector- 
beam. Rock-Ola phonographs will be 
highlighted, with the new 480 
Techna and the compact 477 Max 
featured. Special luncheons were to 
be served each day for the opening 
events. 

The evolution of Betson Pacific 
started with the expansion of the 
electronics department including the 
acquisition of new test equipment 
and significant increases in parts 


x 


inventories to better service the 
various product lines handled. Peter 
Betti, president of Betson Pacific, 
commented further: “It has taken a 
strong commitment, especially from 
our Service Manager Wayne Conner 
and parts department personnel led 
by Jack Leonard and Kathy Conner, 
to reach our present goals. We are 
still raising our sights and trying to 
improve our customer support pro- 
grams.” 

The expansion of the sales staff 
was another area of emphasis in the 
change as described by Betti. “Jerry 
Monday, San Francisco general 
manager, assisted by David Price and 
Tom Campbell and in Los Angeles, 
Sales Manager Oscar Robbins along 
with Joe Farney are working to keep 
up-to-date on equipment and indus- 
try developments in order to provide 
their customers with the best advice 
and information.” 

Betson Pacific plans new customer 
support programs to be initiated in 


OFFICIAL QUALIFYING LOCATION — 


Here’s the gear useful to spurring tournament interest that sparks action on 
“slow nights.” See story on how Hanson Distributing did it and how you 
can tie in for your locations— page 59. 
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the near future. An operator news- 
letter will be sent on a regular basis 
with service tips, special offers, and 
new product information. A service 
school program will also be provided 
for customers. 

Betti explained, ‘“Portale Auto- 
matic has always had a _ fine 
reputation for good service and parts 
departments. We have worked to 
expand this customer support in 
terms of larger stocks of parts, more 
test equipment, and skilled technical 
personnel. This together with our 
strong commitment to provide the 
best products for our customers 
culminates the transition from Portale 
to Betson Pacific.” 

Betti also commented that 1980 
“is going to be a challenging year in 
the industry for both the distributor 
and the operator. An even greater 
emphasis will be needed on timely 
delivery of equipment and efficient 
backup for the operators to meet 
these challenges.” 


Atari names 
overseas distribs 


Three new Atari distributors have 
been appointed to handle inter- 
national sales for the company’s 
coin-operated games, according to 
Sue Elliott, Atari international sales 
manager. 

The Music Hire Group of Leeds, 
England has been appointed co- 
distributor (together with Cherry 
Leisure of London) of Atari games in 
the United Kingdom. 

Bo Billing, S.A. of Stockholm, 
Sweden has been appointed the 
exclusive distributor of the coin- 
operated line in Sweden. 

Raha-Automaattiyhdistys of Hel- 
sinki, Finland is now the exclusive 
distributor of Atari equipment for 
Finland. 

“We would like to extend a warm 
welcome and congratulations to our 
new distributors,” Ms. Elliott said. 
“We look forward to our new 
associations and increased mutual 
success. We are certain that these 
fine organizations will help us better 
serve operators throughout Europe 
and the United Kingdom.” 
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Play Meter Equipment Poll 


Here are the May results of PLAY METER’s subscriber survey ranking pinball and video games. Rankings are 
compared with games’ standings in April's poll. 


Top Pins 
MAY APRIL MAY APRIL 
1. GORGAR/W illiaiiS;.ccivwanonaeee encase 3 11. “GENIE/Gollieb:....¢.20ee0¢s2e tied euten eens rs) 
2- -METEOR/ Sieiiz suc. es behead stats sates oee 1 12. NITRO GROUNDSHAKER/Bally............ ae 
3. STELLAR WARS/Williams.................. 4 13. HARLEM GLOBETROTTERS/Bally......... 10 
A. “PEASE 7 Willidins 0542224 sake Seer e twat 2 14, “GALAX Y / Stetiisci.o keno s eae es 17 
5. BUCK ROGERS/ Gottlieb. «0.54 :5..0:000.40404%40 9 15. SILVERBALL MANIA /Bally................ _ 
6. TIMEWARP/Williams.................-.--- 8 16... “SUPERMAN / Alaiien:436%+204medesreetedes 7 
7, ‘KISS/ Ballo 2c5.23550oc4.cdtnaw heater eess 6 17. FIREPOWER/Williams....................- = 
S.. (PUTURE SPA/ Balls 22¢ cetacean taiis 12 LS. (PEAVY BOY, Balls: icdctuudnsesoeioue sms 11 
9. SHARPSHOOTER/Game Plan............. 15 19. LASER BALL /Williams.................... 16 
10. PARAGON? Ball x..ic eese secu Sends touwsss 13 20. -SPIDERMAN/ Gottlieb: és.4.ic4uc tra ayceaaa 20 
Top Videos 
MAY APRIL MAY APRIL 
1. SPACE INVADERS/Midway.................. 1 6. SPACE WARS/Cinematronics.............. — 
2. ASTEROIDS) Atan n23.604..gahvewetamiwea ites Z 7: ISUINAR LANDER] Aten... 3 3.5225.2m 324 ie eau os 8 
3. FFOOTBAUIG Mian oie oks bet eceandea seesaw 3 8. “STARPIRE) ExXid ngs sce eG ices sheet hae 7 
A. SPRINT Wy Aitdiies oan tht vee eee 25 toad as rs) 9; HEAD ON/Gremlins 6 sash 2b 2esaceenedsdsee: 6 
5. TAILGUNNER/Cinematronics................ 4 10. COSMIC GUERILLAS/Universal............. 9 


EN NE IREDELL LE LIE LE S| CEI DADS BLD EES LEE LEDER LL LES IO COPE PELE ELE REBEL LOL A LEE LIAL LOE EE ALLEN LE LEA, TERA ES BE GIEV AL LES 


The PLAY METER subscriber survey of pinball and video games will be a regular feature in subsequent PLAY 
METER publications. If you would like to join readers currently participating in the survey, simply fill out the 
coupon below and return it to PLAY METER. 


Please print legibly 
NAME 
COMPANY NAME 
ADDRESS 


ChY. STATE ZIP 


NOTE — Please make sure you print your name legibly on the return address portion of the survey card. 
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Manufacturing 


The indefatigable Muhammed Alli, 
probably the best-recognized living 
person, will serve a_ two-fisted 
promotion for Stern Electronics and 
for the American Heart Association 
(AHA), it was announced in New 


Orleans March 21 during Play 
Meter’s Amusement Operators 
Expo. 


Fraternities and sororities were 
invited to compete for twenty new 
Stern Ali pinball machines, top prizes 
in a campus fundraiser April 11-13, 
with the proceeds to benefit AHA 
programs of heart research and 
education. 

In the New Orleans announce- 
ment, Gary Stern, president of Stern 
Electronics, said his firm’s pro- 
motional involvement of college 
youth with a charitable cause is a way 
of “giving back to people who have 
supported us all this time.” 

The most creative college campus 
fundraising efforts will be judged by 
the staff of National Lampoon humor 
magazine, which is also geared to the 
college crowd. 

The Lampoon’s publisher, Gerald 
Taylor, was present for the meeting 
with the press in New Orleans’ 
Fairmont Hotel, and said: “What 
Stern Electronics is all about is having 
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Stern ties Ali to college drive 


fun, having a good time,” and 
National Lampoon’s orientation is 
the same. “We want our audience to 
last longer so they will re-subscribe,” 
he joked about his magazine’s 
tying in with the promotion. But 
more seriously, Taylor said: ‘With 
the ‘Animal House’ phenomenon on 
campus, we expect success with the 
joint promotion of Ali and_ the 
National Lampoon.” 

In seriousness, too, Dr. Alton 
Ochsner Jr. of New Orleans, past 
vice president of the AHA, who had 
lost his own young son to _ heart 
disease, expressed gratitude for the 
two firms’ “getting youth more 
concerned with heart problems.” 

Phil Philpot of Alabama, National 
Youth Committee chairman of AHA, 
said his panel had sought a national 
project “to spark our growth. Thanks 
to Stern Electronics, we now have 
that project.” Likewise, Lampoon 
magazine's support will “motivate 
yquth,” he said. “From a local level 
and a national level, we’re excited.” 

Greek fraternal organizations at 
more than 700 U.S. colleges and 
universities have been contacted to 
join the fight against heart disease by 
signing up for the Ali-Lampoon 
competition. 


Exidy officials join hands over the initiation of the Exidy II name. Left to 
right are: Larry Leppert, Exidy II engineering manager; Howell Ivy, Vice 
president; Pete Kauffman, president; and Ed Anderson. plant manager. 
The new logo will replace the Vectorbeam sign at the production facility 
and will be seen on game cartons, product brochures, and ads. 
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The champ in a two-fisted drive 


Any sorority or fraternity chapter 
house is eligible to enter by staging a 
three-day fundraising activity the 
weekend of April 11. Nineteen 
Greek houses raising the most 
money will be awarded Stern’s new 
Muhammed Ali pinball game, valued 
at $2,000. The next fifty houses will 
receive complimentary lifetime sub- 
scriptions to National Lampoon. In 
addition, one Ali machine will be 
presented to the fraternity or sorority 
that raises funds in the “most 
humorous or creative way.” 

In May, a representative of the 
house creating the most original 
fundraiser event and a delegate of 
the top fundraising chapter were to 
be flown to attend an award dinner 
given in Chicago by Stern Elec- 
tronics. 

The project received local and 
regional publicity in New Orleans 
during the Play Meter Show, through 
newspaper and broadcast media 
coverage of the Stern pinball/AHA 
fundraising tie-in. 

Gary Stern in the debut announ- 
cement said here that the current 
inflation rate is crimping medical 
charity funds. The cost of research is 
going ever-higher with inflation and 
government funding is becoming 
insufficient. “It is that much more on 
private industry to raise money for 
worthy causes,” said Stern. 

Public relations agents for the 
promotion were Margie Korshak 
Associates, Inc., of Chicago. 

—by Ray E. Tilley 
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Standard springs new lines, 


looking into the 1980s 


Two major new products were 
introduced to Standard Change- 
Makers’ district sales and_ service 
personnel at the company’s 25th 
annual pre-spring sales and service 


meeting. 
Cashier Central, a micro- 
computer controlled, completely 


automated cashier that can accept up 
to $9.95 in bills and coins and vend 
change, tokens, tickets, plastic, or 
printed cards, and MTP (Money, 
Time, Power) Control were un- 
veiled. MTP is an electronic control 
unit designed to accept bills and coins 
and vend five minutes to eighteen 
hours of energy (light for tennis and 
raquetball courts, heat for sunlamps, 
electricity for recharging, etc.). 

Standard’s sales and service repre- 
sentatives from across the U.S. and 
Canada heard company engineers 
describe a new generation of sophis- 
ticated electronic equipment that can 
be custom-engineered for the 1980s 
to sell tickets, tokens, or passes; 
make change; or control operation of 
equipment or eneray. 

John S. Dugan,  Standard’s 
national sales manager, noted in his 
presentation to the group that in the 
company’s first 25 years it was 
restricted to selling machines that 
supplied change for coin-operated 
equipment. “The new equipment 
that we will be selling in the 1980s 
will allow us to solve sales and 
cashier problems for nearly an un- 
limited number of industries and 
applications.” 

He pointed out that some of the 
new equipment was already in use by 
mass transit systems, in museums, 
and in other locations selling a variety 
of tickets or passes, and that he sees 
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John S. Dugan, national sales manager for Standard Change-Makers, 


right, congratulates Jack Ewald, district manager for Los Angeles, as° 
the firm’s second highest rep in sales for the second straight year. 


no end to possible future appli- 
cations. 

Among the other equipment 
introduced at the meeting included 
the company’s new 25th anniversary 
Model 80 _ hopper-load _ bill/coin 
changer. It changes $1 bills, $1 
coins, 25, 10 and even two five-cent 
coins and can be equipped with a 
complete audit system to count bills 
received and coin dispensed. And a 
new Series 6003 hopper-load $5 bill 
changer was premiered. 

During the meeting, Dugan 
singled out two of Standard’s district 
managers, Jack McElwaine of Atlan- 


ta and Jack Ewald of Los Angeles, 
who for the second straight year led 
all fourteen of the company’s districts 
in sales gains. Overall sales for the 
1978/79 period for the company 
as a whole were up some 15 percent, 
Dugan said. 

In closing comments at the 
meeting, Martin E. Miller, Standard’s 
vice president and general manager, 
said: “As we begin the 1980s and our 
second 25 years, we can obviously 
look forward to a whole new 
generation of automated selling 
based largely on the advent of 
computer technology.” 


‘Soccer’ based on Atari market tests 


The release of Atari Soccer was 
timed to coincide with the beginning 
of the North American Soccer 
League 1980 season as well as with 
the spring arcade buying season, 
according to Frank Ballouz, Atari 
marketing director. 

“We believe from the results we’ve 
seen that Atari Soccer will continue 
the winning tradition of our other 
Sports group games,’ Ballouz said. 

Before introduction in the U.S., 
Atari Soccer was “thoroughly tested 
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and refined in European markets” as 
well as in various U.S. markets, said 
the marketing director. 

“Soccer as a U.S. sport is 
enjoying an incredible surge of popu- 
larity both as a spectator sport and as 
a player sport,” he added. “Amateur 
and professional leagues are growing 
in every city in the U.S. And that 
interest extends from young children 
in AYSO leagues right up to older 
players. That means Atari Soccer is 
going to be ideal for street or arcade 


locations,” he continued. 

“Atari is planning some exciting 
promotional support for the game,“ 
Ballouz sid. ““We want to make sure 
players don’t miss the challenge and 
competitive intensity this game 
offers. Together with other ideas, 
Atari is currently negotiating with 
Pele to develop a_ promotional 
program around this outstanding 
sports attraction.” 

(For more on Atari Soccer, see 
“New Products” in this issue.) 
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Kay A. Chiba 


The best all-round coin man in Japan 
World wide services since 1959 


FOR SALE: 
Used and New 5-CARD T.V. POKER, 
MILLION DICE, SPACE INVADER, 
GALAXIAN, DUAL, HEAD-ON, ALIEN; 
GUERRILLA, GALAXY WARS, 
Coffee Table, Cocktail Table and Upright. 
WANTED: 
New Gaming Devices 

te Bowavza Ewtererises, Lto. 


_Port P.O.Box! 11, Yokohama Japan 
Telex:3823-764(KACLEX.-J) 


Convert Your 


Old Midway 


Game to 
Cosmic Invaders 


$425.00 


Convert any Midway Game 
after Gunfight 
Including: Maze, Checkmate, 
Extra Inning, Doubleplay, 
Dogpatch, Boothill, Spacewalk 


Includes new game board, set 
of proms, new button panel 
and parts for wiring including 
instructions for modifing 
mother board. 


ACORN INC. 


Ridge and Butler Pikes 
Plymouth Shopping Center 
Conshohocken, Pa. 19428 

Phone: 215/825-8030 


The Last Gold Coin 


You likely won't find it in your coin 
boxes: The last U.S. gold coin was 
struck in 1933. The $20 and $10 
gold pieces were never circulated. 
(1932 is the last collectible date for 
these denominations in gold coins.) 
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Fix 


© MCMLXXxX Buena Vista Distributing Co., Inc. 


The video game “blowing up” in this scene from current Disney Studios 
movie “Midnight Madness” is “portrayed” by Exidy’s Starfire. The game 
play is part of an intricate treasure hunt in the madcap college comedy. 
Location operators with Starfire are reminded to tie into the movie 


publicity. 


Bally sets ‘hot line’ 


for Space Invaders 


Bally Pinball Division’s vice president 
of marketing, Tom Nieman, and 
Advertising Manager Carol Mart 
Porth have conceived a_ pinball 
promotion for Space Invaders that 
begins with a series of rotating 
messages on a toll-free 24-hour “hot 
line.” These messages are designed 
in a humorous, entertaining, and yet 
informative way to help distributors 
and operators learn more about the 
unique characteristics of Space 
Invaders...the pinball game. 


“We have written them in a light 
vein so people will be entertained 
and stimulated to call back again and 
again until they have heard all of the 
messages,” said Tom Nieman. “We 
hope that the operators as well as the 
distributors will use these to fullest 
advantages and call the toll-free 
number for their customers to hear. 


“By calling the toll-free number for 
his location to hear, an operator will 
be showing them how on top of the 
industry he is and what he is going to 
be doing for them. It can only serve 
to reinforce their relationship. We 
have sent out flyers with information 
on these toll-free numbers that we 
hope will stimulate its usage.” 


In addition, Bally is producing a 
full-color comic book telling the story 
of Space Invaders, the pinball. “In it, 
you will see the incredible, complete 
transformation of the video game 
into a pinball game and witness the 
phenomenon as it takes over loca- 
tions everywhere,” stated Carol Mart 
Porth. 

‘The idea is to relate that we have 
captured the magnetism of the video 
game in this pinball and that the 
earnings will tollow the same route. 
We tried to take advantage of the 
unique qualities and features of the 
game.” 

So, the invasion was about to 
begin. To “reach the outer limits of 
pinball,” dial: 800-323-3377 any- 
where in the continental United 
States and 800-323-9474 in Illinois 


for the latest reports on Space 
Invaders...the pinball, said the 
manufacturers. 


Other promotional items for the 
pingame include bags, telephone 
stickers with the toll-free numbers, 
“and a few other out-of-this-world 
pieces,” said Ms. Porth. 

(See “New Products” in this issue 
for more on Space Invaders by 
Bally.) 
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Power out, slots pay off 


When the lights went out in Reno, 
Nevada, the coins spewed forth for 
sudden winners standing in the dark 
in the 24-hour-a-day gaming town 
February 16. 

The neon glitter went out for some 
three hours during a power failure 
early that day, according to the 
Associated Press. An electrical short 
that interrupted power to most of 
northern Nevada _ caused slot 
machines at the Hyatt Lake Tahoe 


Resort Hotel and Casino to unload 
money. 

Police said patrons were asked to 
leave, but a pit boss at the casino 
denied this report. He said some 
machines “dropped some. extra 
dollars” when the lights went out 
but the casino was not evacuated. 

When the slot machines stopped 
at about 4 a.m., many of the 
gambling palaces switched quickly to 
emergency generators. 


‘Punch Ball’ used on TV 
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Zamperla’s Punch Ball 


Zamperla’s coin-operated machines 
for strength, ability testing, and fun 
are attracting television media inter- 
est. 

One of Zamperla’s Punch Ball 
units appeared in a segment of 
“Sunday Games,” a 90-minute 
special which was scheduled to air on 
Sunday, April 20 on NBC-TV at 9 
p.m. EST, 

The segment, “America’s toughest 
Bouncer’, appeared in three parts 
throughout the telecast. Six profes- 
sional bouncers selected from across 
the United States competed. 

The Punch Ball was the object of 
that portion of the telecast in which 
the competitors faced off. 

Similar to a pre-fight weigh-in, the 
competitors each “punched in” with 
the machine measuring _ their 
strength. 

The amusement rides manufac- 
turer is located in New Jersey at 16 
Edgeboro Road, East Brunswick 
08816; telephone 201/238-6280. 


DIRECTORY UPDATE 


Personnel changes at A.D.I., Inc., D. 
Gottlieb & Co., and Taito America 
Corp. were not reflected in PLAY 
METER’s February, 1980 Directory 
Issue. 

Changes in officials and product 
lines of the manufacturers—which 
were not available by the February 
issue’s press time, follow. 

At A.D.I., Inc., the president is 
now Rick Carr and the vice president 
is Bruce Hosch. The Clearwater, 
Florida company has a product line 
of coin-op and home pool tables and 
games for the vending industry. 

At D. Gottlieb & Co., an update of 
officers and their posts includes: 
Robert W. Bloom, senior vice 
president; Gilbert Q. Pollock. vice 
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president/operations; Jack H. Mittel, 
vice president/general sales mana- 
ger; Edward P. Krynski, director of 
product _— design; William J. 
Kwasniewski, controller; and George 
M. Offshack, field service engineer. 
Taito America Corporation offi- 
cers are Edward Miller, president; 
Paul Moriarity, vice president; Laura 
Kreter, marketing manager; and 
Martin Jasso, customer _— service 
manager. The Taito product line 
includes upright and _ cocktail-table 
video games and arcade games. 
Also, Taito’s Chicago address is 
no longer valid. The firm, located at 
1256 Estes Avenue, Elk Grove 
Village, IL 60007, has the Telex 
address: 253290 TAMCO ELGR. 


Tooling 


Supply 
Problems? 


We're your 
one-stop 
suppliers 


IF WE DON'T HAVEIT, 
YOU PROBABLY DON'T 
REALLY NEEDIT. 


FIMES | 


P.O. ‘BOX 322 

MENTOR, OHIO 44060 

( 216) 255-7757 in Ohio 
OUTSIDE OHIO CALL 
TOLL FREE 1-800-321-7056 
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There’llalways be 
music! 


Kind of an optimistic title, huh? 
The truth of the matter is—it’s true! 
The key to understanding current 
negativism is to differentiate between 
the music and the record industry 
itself. 

This isn’t meant to suggest the 
demise of the recording industry; yet, 
maybe the industry as we know it 
today is in a basic state of flux. 

Remember how it used to be? It 
was only a few years ago when the 
top recording artists in the world 
would bombard the buying public 
with product. It just doesn’t seem that 
way any more. 

The Fleetwood Macs, Bob Dylans, 
Doobie Brothers, Wings, The Whos, 
Rolling Stones, etc., have suddenly 
gotten very lazy, too rich, more 
selective, or all three! Gone are the 
days when we could expect at least 
one, or possibly two Ips a year from 
our favorite artists. 

Spiraling inflation has the world by 
the seat of its pants. With regard to 
the record business, the _ initial 
rumblings were about the upswing in 
the cost of vinyl (of which records are 
manufactured) since it is a_ by- 
product of petroleum, and we all 
know the leaps and bounds. that 
commodity has taken in price. It’s 
ironic to me that the top. oil- 
producing nations in the Middle East 
are probably the least musically 
aware, yet they, indirectly, at best, 
control the destiny of the record 
companies world wide. 

The music business is apparently 
thriving. The disco craze is in its very 
last breaths yet has spawned a revival 
of what used to be called “Soul” or 
rhythm-and-blues or black music. 
Witness the comeback career of The 
Spinners. Even Donna Summer, the 
so-called “Queen of Disco,” has 
publicly said she will be turning to 
other musical avenues to showcase 
her singing. And from the talent end, 
she can sing anything she wants and 


still be successful. Then, on the other 
hand, a brief look at her record 
company adds extra insight. 

Several years ago Neil Bogart 
founded Casablanca Records and 
Filmworks, using the budding career 
of Donna Summer as the backbone 
of the organization with his own 
genius leading the way. To a lesser 
extent (at first) Ms. Summer’s 
producer, Giorgio Moroder, was also 
intr'umental (no pun intended) in 
getting the infant label off the 
ground. Both, of course, have gone 
on to superstardom. 

But what has become of Neil 
Bogart? Financially, he’s probably 
the most comfortable he’s ever been. 
He’s recently settled with the 
umbrella company, Polygram, for 
quite a few bucks and has bowed out 
gracefully. 

Mr. Bogart fathere’ an enterprise 
which may still be growing. He took 
the abuse aimed at the disco industry 
and its people and made several of 
those people famous in the process. 
He was also the driving force behind 
bringing some good music into our 
lives. But, what will happen to his 
stable of talent? 

Giorgio Moroder has already 
branched out into other areas. He’s 
getting into movie scores, producing 
other musicians besides Donna 
Summer and performing (on record) 
his own electronic symphonies. Now 
there’s talk that Donna Summer may 
be jumping labels. But, back to 
Giorgio. 

The score to “Midnight Express” 
earned Giorgio Moroder the _ initial 
surge of recognition he so justly had 
deserved for some time. Not only 
was it a milestone for him, but it was 
Casablanca’s only noteworthy suc- 
cess in its Filmworks division. And 
now, feeling the prestige he’s 
developed, Giorgio has reached 
another plateau in what beforehand 
had been a roller-coster career. 


This one will be tough for Giorgio 
or anyone, for that matter, to top. 
The recent release of “American 
Gigolo” and its soundtrack features 
the composing, playing, and produc- 
ing talents of Mr. Moroder. Not since 
“Saturday Night Fever” has a movie 
soundtrack album caught the fancy 
of the masses. In the process, 
Moroder has latched onto, if only 
temporarily, a working relationship 
with one of the hottest bands in the 
world today— Blondie. 

What seemed to me as an unlikely 
match-up (Giorgio Moroder and 
Deborah Harry) has spawned one of 
the fastest chart-climbing singles in 
recent memory, “Call Me.” 


WHERE HAVE ALL THE 
HEAV YWEIGHTS GONE? 


This infusion of new talents during 
long curtain calls of the “old” may or 
may not be a good thing. For the 
artist it's apparently a good deal since 
it seems the longer the time lapse 
between albums, the more the new 
album of the big name act is assured 
of immediate success. 

But, what this has created is a 
tremendous inflow of new, untested 
talent. “New” in the sense of 
unknowns and also new in the sense 
of singers and/or groups attempting 
and achieving comeback careers! 

Witness Dionne Warwick, The 
Captain and Tennille, J. Geils. 
Tommy James, Felix Cavaliere, and 
the like. This aspect of the state of the 
music business is probably the 
best thing to happen. 

If you look back through the years 
youll see it’s always one small thing 
that keeps the music ship afloat. And 
believe it or not, it’s the younger 
generation, the mid to late teens, 
who dictate what will be—by show- 
ing the initial reaction to music 
product until it becomes an infection 
among the rest of us. 
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By Pat Matthews 
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So big: 
It’s making pinball 
history. 


= It’s the first pinball 
game ever to let the 
score roll into the 
millions. 


m It’s the first wide- 
body game with the 
feel and comfort of 
standard-sized games. 


m It’s the first wide- 
body game (dimen- 
sions: 23%"x 45") to 
ever fit through a 
doorway. 


= It’s the first pinball 
game with animal 
magnetism. 
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Electronic system 
designed and 
manufactured by 
URL, INC., ASTERN 
Subsidiary 


ELECTRONICS, INC. 
1725 Diversey Parkway 
Chicago, Illinois 60614 
(312) 935-4600 

Telex: 25-4657 

Toll Free Service No.: 
(800) 621-6424 
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Program Director 
WQUE New Orleans 


The mainstream across the board 
stars are beginning to trickle onto the 
glossy pages of PLAY METER! This 
time around we have some “used to 
be’s” and “just coming on’s” so let’s 
get down to it. 


INSIDE OF YOU— Ray, Goodman, 
& Brown—Polydor PD2077 

From an opening that smacks of 
Beach Boy harmonies to what. is 
becoming a very familiar sound, it’s 
Ray, Goodman & Brown—the Styl- 
istics of the Eighties with a follow-up 
to “Special Lady” (picked in PLAY 
METER two issues ago). So, trust 
me, this one will prove to be one to 
get ‘em dancin’ close together, too. 
It's more of a song than the now 
ingratiating “Special Lady”. There 
are nice lyrics, chord changes, finger 
snaps, and velvet smooth vocals 
which will insure the hit potential of 
this record. Eight out of ten or better. 


IT’S A NIGHT FOR BEAUTIFUL. 


GIRLS— The Fools—EMI American 
P-8036 

Have you ever heard of Ska 
music? Well, it’s a new form of 
Reggae. It’s actually Reggae. It’s 
actually Reggae speeded up. Reggae 
that anyone can sing. It’s sweeping 
England and is trying to sweep you 
off your feet. This is a nice song by a 
good group who opened for The 
Knack on their U.S. tour. You might 
like it...there’s even a mention of 


Some “Used to be’s” and 
“Just coming on’s” getting down to it 


Betty Grable’s legs in the song. Six 
out of ten. 


A CERTAIN GIRL—Warren Zevon 
—Asylum E-46610-A 

This one has a leg up on the rest in 
my eyes. Originally done by New 
Orleans’ own Ernie K. Doe and 
penned by Allen Toussaint under the 
pen name Naomi Neville, — this 
number performed by Zevon rocks 
hard and funky. The repetitive 
question - and - answer verse adds 
humor and a nice hook. The Ip 
(“Bad Luck Streak In Dancing 
School”) is doing quite well and may 
be the impetus to push the single 
over the hump. Eight out of ten! 


THE GOOD LORD LOVES YOU— 
Neil Diamond—Columbia 1-11232 

Culled from the very successful 
“September Morn” Ip, it’s Neil 
Diamond addressing the criminals, 
drunkards, politicians, and unfortu- 
nates of the world with the reassuring 
title refrain. I don’t think Neil has 
been “born again,” but the sincerity 
of what he’s singing is evident and 
comes across. Combine the ‘“mes- 
sage of the lyrics with the texture of 
Diamond’s very familiar voice and | 
believe we’ve got a hit here, as mild 
as it may be. At the very least—seven 
out of ten. 


DONT FALL IN LOVE WITH A 
DREAMER—Kenny Rogers & Kim 
Carnes— United Artists UA-X 
1345-Y 


That’s easy for them to say. Easy 
for Kim Carnes to sing, but not for 
Kenny. Mr. Rogers sometimes finds 
it hard to hit the high notes, but he 
sounds good trying and _ lately, 
whatever he does turns to gold. 
Personally, I like this Rogers with 
female type duet better than his 
previous outing with Dottie West. It’s 
a beautiful song that both singers 
interpret extremely well. This one 
should be the next big triple 
crossover smash (Pop, MOR, Coun- 
try) Across the board ten out of ten. 


BREAKDOWN DEAD AHEAD— 
Boz Scaggs—Columbia 1-11241 

It’s been at least four years since 
this man’s ultra-successful “Silk 
Degrees” Ip rode the charts. There 
was an album since then, but it went 
pretty much unnoticed. New we 
have a new decade, a new Ip 
(“Middle Man”, a new hair style for a 
new, yet old Boz Scaggs. This one 
follows the success recipe of the “Silk 
Degrees” style and does it one better. 
It's “Georgia”, “What Can I Say” and 
“Lowdown” all rolled up in one. 
Great record and a little more electric 
than what one might be used to 
coming from Boz. Ten out of ten. 


FIFTEEN BEERS—Johnny  Pay- 
check— Epic 9-50863 

It’s another up-tempo, acoustic, 
gonna-make-trouble raisin’ hell re- 
cord from Johnny Paycheck. You’ve 
heard ’em all before, but you'll love it 
anyway. Eight out of ten Country. 


The records are rated as follows: 10 out of 10 = Top 10 peak; 9 out of 10 = Top 20 peak; 8 out of 10 = Top 


30 peak; 7 out of 10 = Top 40 peak: 5 or 6 out of 10 


break in half. 


= Somewhere in Top 100; 4 or less = Forget it, loser, 
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we CARD 


THE ALTERNATIVE TO 
COIN-OPERATED 
GAMES AND VENDING 
MACHINES. 


e Only Coded Cards Accepted 

e Purchase Part of Card Cannot 
Be Re-Used 

e Eliminates Change Hassle 

e Eliminates Counting, Sorting, 
Wrapping of Coins 

e Eliminates Skimming 


Inquiries Invited From Qualified 
Distributors and Agents 


TNC PLAZA 
1131 Lincoln Highway 
North Versailles (PGH), PA. 15137 
Telex 866710 - (412) 824-8100 


CALIFORNIA OFFICE 
28061 Front St., Suite 8 
Rancho, CA 92390 
714/676-2882 


Quoted... 


“Arcade revenues are on _ the 
increase, and that’s because...the 
technology in the games is just 
tremendous...And, secondarily, | 
believe we’re seeing a wider accept- 
ance of game centers in malls.” 

— Ted Olson, this month’s Coinman. 


PLAY METER HOT STUFF 


ON THE RADIO— DONNA SUMMER — Casablanca 

ANOTHER BRICK IN THE WALL—PINK FLOYD—Columbia* * 
WORKING MY WAY BACK TO YOU— SPINNERS — Atlantic 
HIM—RUPERT HOLMES — MCA** 

RIDE LIKE THE WIND— CHRISTOPHER CROSS— Warner Brothers* * 
CALL ME—BLONDIE— Chrysalis * * 

OFF THE WALL— MICHAEL JACKSON—Epic** 

FIRE LAKE— BOB SEGER— Capitol 

BACK ON MY FEET AGAIN—THE BABYS-— Chrysalis * * 

LOST IN LOVE—AIR SUPPLY —Arista* * 

AND THE BEAT GOES ON—THE WHISPERS-— Solar 

SEXY EYES— DR. HOOK— Capitol 

TOO HOT—KOOL & THE GANG—DeLite** 

HOW DO I MAKE YOU—LINDA RONSTADT—Asvlum** 
SPECIAL LADY—RAY, GOODMAN & BROWN—Polydor* * 
CRAZY LITTLE THING CALLED LOVE— QUEEN— Elektra* * 
THREE TIMES IN LOVE— TOMMY JAMES — Millennium * * 
HAVENT YOU HEARD—PATRICE RUSHEN-— Elektra 
WOMAN— FOREIGNER — Atlantic * * 

THINK ABOUT ME—FLEETWOOD MAC— Warner Brothers 
DESIRE— ANDY GIBB—RSO 

COME BACK—J. GEILS—EMI America‘ * 

EVEN IT UP—HEART— Epic’ * 

REFUGEE—TOM PETTY & THE HEARTBREAKS— Backstreet (MCA) 
GIVE IT ALL YOU GOT—CHUCK MANGIONE— A&M 

WITH YOU PM BORN AGAIN—BILLY PRESTON & STREETA— 


Motown 


PLAY METER PICKIN’ & GRINNIN’ 


MY HEROES HAVE ALWAYS BEEN COWBOYS— WILLIE NELSON 
—Columbia* * 

’D LOVE TO LAY YOU DOWN— CONWAY TWITTY—MCA 

MEN— CHARLEY McCLAIN—Epic 

SUGAR DADDY— BELLAMY BROTHERS— Warner/ Curb 

LYING TIME AGAIN—MEL TILLIS—Elektra 

ONE OF A KIND—MOE BANDY—Columbia 

A LESSON IN LEAVIN’— DOTTIE WEST— United Artists 

COULDNT DO NOTHING RIGHT—ROSANNE CASH —Columbia 
HONKY TONK BLUES— CHARLEY PRIDE—RCA 

BENEATH STILL WATERS— EMMY LOU HARRIS— Warner Brothers 
LONGHAIRED COUNTRY BOY—CHARLIE DANIELS BAND—Epic 
PREGNANT AGAIN—LORETTA LYNN—MCA 


PLAY METER FUNKIFIED 


TOO HOT—KOOL & THE GANG—DeLite** 

WORKING MY WAY BACK TO YOU— SPINNERS — Atlantic 

I DON’T BELIEVE YOU WANT TO GET UP AND DANCE— The GAP 
BAND — Mercury 

AND THE BEAT GOES ON—THE WHISPERS-— Solar 

STOMP— BROTHERS JOHNSON — A&M 

ON THE RADIO— DONNA SUMMER -— Casablanca 

WHAT YOU WONT DO FOR LOVE—NATTALIE COLE & PEABO 
BRYSON — Capitol 

BOUNCE, ROCK, SKATE, ROLL—VAUGHN MASON & CROW — 
Brunswick 

THEME FROM THE BLACK HOLE— PARLIAMENT — Casablanca 
YES PM READY— TERI DeSARIO— Casablanca 

WHY DO YOU WANNA TREAT ME SO BAD—PRINCE—Wyraner 
Brothers * * , 

OFF THE WALL— MICHAEL JACKSON—Epic* * 


** Records reviewed previously by PLAY METER 
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a Once ina lifetime 
opportunity 


stambouli brothers 
are offering the Management of their New York Office 
stambouli brothers (u1.s.a) corporation 

to a competant and ambitious professional in the coin operated machine business 

\ 

* es 
1 SHOULD HAVE A COMPLETE KNOWLEDGE OF THE U.S. MARKET (CANADIAN 
MARKET AN ADDITIONAL ADVANTAGE). 


2 SHOULD KNOW PERSONALLY MOST IF NOT ALL, U.S. DISTRIBUTORS AND LARGE 
OPERATORS. 


3 SHOULD BE AN EXCELLENT, PROVEN SALESMAN. 
4 SHOULD ALSO BE A GOOD MANAGER USED TO HIGH EXECUTIVE RESPONSIBILITIES. 
S SHOULD BE FREE TO TRAVEL, SOMETIMES EXTENSIVELY. 


6G WILL REPORT DIRECTLY TO THE TOP MANAGEMENT BASED OVERSEAS. 
1 ARE PLANNING TO INCREASE OUR SUPPLY TO THE U.S. MARKET OF VIDEO AMUSEMENT 
MACHINES (UPRIGHT & COCKTAILS). 


2 WOULD LIKE OUR OVERSEAS CUSTOMERS TO MEET IN NEW YORK, A FIRST 
CLASS SALESMAN. 


<3 WOULD CONSIDER AT A LATER STAGE TO CONSOLIDATE ALL OUR US. 
PURCHASES THROUGH THE NEW YORK OFFICE. 


4 WOULD CONSIDER ALL SERIOUS APPLICATIONS CONFIDENTIALLY. IT MUST BE 


VERY DETAILED, ESPECIALLY CONCERNING PREVIOUS EXPERIENCE WITH 
A LIST OF REFERENCES AND ONE RECENT PICTURE. 


REMUNERATION WILL BE AS PER CAPABILITIES 


WRITE IN COMPLETE CONFIDENCE TO: 


Mr. Elliott Stambouli 
international Liaison Office of 
stam bouli brothers 
102 Avenue Jean Jaures 
93 500 PANTIN / FRANCE. 


* All proposals will be treated confidentially * 
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Mafia references, kids without quarters, 
and all the other joys of being 
an arcade operator 


“Why are you kicking my ma- 
chine?” I asked the earnest young 
man in the letter jacket and flared 
nostrils. 

‘Because it’s there,“ he answered 
angrily. 

‘Have you ever considered moun- 
tain climbing?” I encouraged as | 
ushered him to the door and bid him 
God-speed on his journey back to his 
mother, whatever genus she mignt 
be. 

Bartenders get all the good 
publicity when it comes to conversa- 
tions with customers, and I would be 
way out of line to suggest that their 
reputation is not richly and wetly 
deserved. However, as the owner/ 
operator of an amusement arcade 
located within a large regional 
shopping mall, my education would 
be grossly stunted if it were not for 
the on-going dialogue I have en- 
gaged in at times with the addicted 
purveyors of my_ establishment. 
(Translation: You wouldn't believe 
the “bull” I have to put up with.) 

In all honesty, most of my 


84 


tete-a-tete’s are of short duration and 
resemble a brief encounter of a close 
kind. How deep a relationship can 
one develop, after all, when your 
opening gambit is usually, “Why are 
you kicking my machine?” 

I do sometimes vary this introduc- 
tory remark by leading with, “Why 
are you hitting my machine?” Or, 
“Why are you spitting on my 
machine?” Or, “Why are you sitting 
on my machine?” Or, “Why are you 
tearing pieces off my machine?” And 
the ever-popular, “Why are you 
teaching my machine all those dirty 
words?” 

Most of the answers | receive to 
these questions of narrow range are 
not half so esoteric as the erstwhile 
Mt. Everest man mentioned earlier. 
More common is the omnipresent, 
street-smart slang cover-all: “I got 
ripped off.” How our language 
managed to function before the 
coinage of this trite and _ tacky 
expression is beyond my compre- 
hension...but I'd like to find out! 

Other frequent rejoinders are: 


by dick welu 


“The machine ate my quarter.” “The 
quarter’s stuck.” “We put in two 
quarters and only got one game.” 
And a simple, “It ain’t workin’.” 
Having lived side by side like a 
brother with machines, lo, these past 
six years, | Know the odds are better 
than 4 to 1 that the customer has a 
legitimate complaint because the 
weakest, least dependable compo- 
nent yet in most machines is the coin 
trip switch mechanism which falters 
more often than an Iranian prime 
minister. A basic problem remains: 
coins merrily skip through on their 
way to the cash box without making 
the least impression on the circuit 
board’s memory. Two player ma- 
chines are especially frustrating. You 
see, without being patronizing, cus- 
tomers are largely ignorant of how a 
game machine functions, so when 
they see two coin slots and the 
instructions requiring two coins, they 
drop them—both quarters at the 
same time! (All you arcade operators 
who can predict the results, raise 
your right hands. One _ hunderd 
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and make a lot of money 
in the process with the unique 


““FANKY MALLOON” 


the fully automatic balloon vender that 
starred at the AMOA & IAAPA shows. 


When a child deposits his coins, he selects his 
favorite color and the machine does the rest 
— automatically selecting and inflating the 
balloon with helium and air and presenting it 
with a string and finger ring. Children are de- 
lighted when they watch the process through 
the transparent case. No attendant is needed. 
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Operators! You'll be delighted at the profits 
you'll make with Fanky Malloon. Each ma- 
chine holds 224 balloons. Set it at 50 cents 
vend/20% location commission and make 21 
cents a vend profit. Put it on 75 cents and 
make 41 cents profit. 


It all adds up to a solid money-making attrac- 
tion that goes wherever parents and children 
traffic. And every balloon (ordered exclusive- 
ly through us) can be imprinted with any line 
artwork you wish — your own arcade logo, a 
location name, a product promotion — you 
name it and it’s yours! 


This is a thoroughly tested and 
proven device. Order now from 


VENDING INTERNATIONAL CORPORATION 


33208 Paseo Cerveza ¢ Suite F e San Juan Capistrano, CA 92675 


714/661-6808 or 213/598-0766 


distributorships and dealerships available but do call now! 
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percent. No one will have to stay 
after to clean erasers.) One credit for 
two quarters because the coin mech 
can’t record the two impulses 
simultaneously. Rack up one more, 
“I got ripped off.” The thrill of it all! 

Of course, being momentarily 
suspected of being a_ thief is 
preferable to the accusation of 
making it a profession. A certain old 
man who cantered around the mall 
commons every morning as exercise 
for his heart or something stopped to 
converse with me as | stood in the 
entrance to my arcade waiting for the 
first quarter of the day. 

“Quite a place,” he said, admiring 
all the pretty lights and splashes of 
color. 

“Thanks,” I said, pride running 
over my cup. 

‘“’Course you're one of them,” he 
said. 

“Ofte of what?” 

“The Mafia.” 

“The Mafia!” 

“Sure, they run all this stuff.” 

I thought of my Luxemburg father 
and my German mother and smiled. 
“I own this arcade, Sir, and I am 
definitely not in the Mafia.” 
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“Sure you are,” he persisted, “The 
Mafia owns all these games.” And he 
nodded wisely. 

I decided my inquisitor was rowing 
with one oar and decided to concede 
his point. I leaned in closely and 
hissed, “O.K., Gramps, you got me, 
so you better hit the road before I call 
my cousin Vito with the garlic 
breath.” 

The old fellow blinked, stared 
bug-eyes, and took off down the 
mall, probably trying to keep his 
pacemaker from shorting out. 


What’s amazing to me is the 
frequency with which I am asked, 
“How much money do you make 
here?” All ages, not just kids but 
mature adults, who I am sure would 
greatly resent anyone seeking to 
know their income, feel no inhibition 
whatsoever to ask, “What do you 
clear here in a day?” At first 
surprised, later resentful, I learned to 
resort to a snappy, witty retort, “That 
is none of your business.” It’s not 
real witty, but it is damn effective. 


Some customers aren’t interested 
in. my money. They like my 
service—baby sitting type service. 


TOKENS e TOKENS e TOKENS 


(STOCK AND CUSTOM) 


FOR ALL MAKES OF GAMES, 


TURNSTILES & VENDING MACHINES 


PRIZE REDEMPTION & TRADE CHECKS 


CASINO SLOT & GAMING COINS 


Phone or urite for catalog & samples 


(606) 255-5990 


ROOK OF LEXINGTON, INC. 
P.O. BOX 5044, LEXINGTON, KY. 40555 


I watched the well-dressed lady sit 
her two young children—I’d estimate 
3 and 4 years old—within the cockpit 
of my Starfire game. | eased over in 
that direction. 

“Now you kids stay here for 
awhile,” she was saying. “I'll be back 
to get you .” 

I played it cool. “Can I help you, 
Ma’am?”’ 

She smiled, “No problem,” and 
prepared to leave. 

“You can’t leave your kids here,” I 
stopped her. 

She was indignant. “Why not?” 


“I’m not a babysitter.” 

She huffed, “This place is full of 
kids. Mine have just as much right to 
be here.” 

“A close look, Ma’am, will reveal 
to you that with the exception of 
yours, all these kids have pockets in 
their pants and are tall enough to 
reach a coin slot.” 

She got the point, grabbed her 
babies, and left. This job wouldn't be 
bad if it wasn’t for the people. 


The phone brings some weird 
conversations too. 
Not counting my mother’s and 
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wife’s calls, the real lulus come from 
the midnight manfacturers. They 
usually drawl and list some groovy 
California community as their 10-20. 


‘“Hellooo, Red Baron Amuse- 
ment?” 

“You got it.” 

“Wellll, this heah is Howard 
Slickly from All World Games 
Incorporated in Golden Valley, 


California. How you all doin’ in 
lowa?” 

“Just great, Howard. What can | 
do for you?” Beware of Californians 
with honey in their voice, my mind is 
saying. 

“Well, Red, I’m calling to intro- 
duce you to our newest video game, 
Space Trash, that sits on top of a 
counter or bar, accepts quarters, 
halves, or Susies, and makes 
change. You can play any one of 
three games on it, and it’s got a one 
week guarantee.’ 


“Hard to turn 
much?” 

“We got a special introductory 
offer of $1495 each. As soon as we 
get our distributor system lined up 
theyre going to sell at $1695. 


it down. How 


L@On tse 

‘However, if you buy six or more, 
you can get them at a quantity price 
of $1195. 

“I don’t think so, Howard.” 


“Call me, Howie. We’re anxious 
to get a few of these Space Trash 
games in your area so_ other 
operators can see them, so if you 
take one today, $995.” 

“No, Howie.” 

“Got a special deal for you; if you 
got a brother-in-law with brown hair, 
$895....” 

I hang up about 
brother-in law is bald. 

Sometimes | call people—on their 
WATS line, of course. 


“Ding Dong Pinball? I’m calling 
about your new game, Space 
Outlaw.” 

‘“What’s your problem?” 

‘Just took it out of the box, set it 
up, turned it on, and the legs fell off, 


here. My 


the lights went out, and_ the 
solid-state sound system just keeps 
groaning.” 

“ORie. 


“Got any suggestions besides that 
one?” 


2 ae 


“We've been having a little trouble 
with those. You’re gonna have to 
modify the board a little, clip pin 8 on 
U10 and solder the blue jumper from 
U8 to the pink one on U6. 
Replace the Darlington at E10, check 
for shorts on the MPU and replace 
the PROM at G4...and sounds like 
the sound board is shot.” 

I usually can’t eat for quite awhile 
after this type of dialogue. 

But not all the conversations | 
suffer are negative. After all, | am in 
the games business. The young, 
wide-eyed kids are best: 

“Hey, Mister, this place is really 
neat!” 

“This game is decent!” 

‘““Give me some more quarters. I’m 
gonna shoot that sucker if it breaks 
me. 

“I could stay here forever.” 

“You got the best games in town!” 

Which all leads to my favorite 
conversation of all. The one I have 
with my banker when I bring bags of 
quarters through his door on Mon- 
day mornings. “Looks like business is 
good, Dick.” he says. 

I just smile. Its not a_ long 
conversation but it sure is sweet. 


START SAVING TIME 
== AND MONEY— 
$re02**?\@p> USE BALLY/STERN 


Pe. 


os | TEST FIXTURE 101 


Solid state pinball games are here to stay and so is the high cost ot gas, labor, and other operating expenses. The quarter is 
shrinking every day. That’s why you need the test equipment to keep those quarters coming in. 

_Universal presently is manufacturing the on/y truly portable test fixture for testing the following Bally and Stern pinball 

circuit boards: M. P. U. , solenoid, lamp driver, and score display ( available at extra cost are audio and auxiliary driver 


boards). 


Developed to exercise any board independently or all of the circuit boards to create an actual machine condition. 


© SMALL SIZE: Measures 13’’x9’’x6 2" and weighs 15 lbs. 
© CONTAINS: Built in score display, plus—simlates all solenoids and playfield lamps. 
e INCLUDES: Complete wiring harness ( audio harness and auxiliary harness available at extra cost), carrying 


handle and instruction manual. 


e PRICE: Unbelievable at $595.00. 


Stop spinning your wheels, wasting gas, and losing down time. Start saving those lost quarters for more equipment. 


Universal Module Division of: 


GNIVERSAL AMGSEMENT DIST. 


2337 PHILMONT AVENUE 
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HUNTINGDON VALLEY, PA 19006 


( 215) 947-4606 
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By Jim Calore 


= to root out 
initial power-up failures 


When your Gottlieb game is 
powered on and the result is no 
change or something other than what 
is expected, you have an_ initial 
power-up failure. 

This problem can be caused by a 
number of things, and produce any 
number of symptoms. 

_ To start, power-up problems fall 
into two categories, game-related 
and board-related. 

The most logical place to begin is 
the power supply. Using the proper 


FIGURE 1 


A Clock (TC2-11) 
B Clock (TC2-12) 


FIGURE 2 


+ 5vdc 


+ 


Battery 


voltage commons, check for +5 
VDC, -12 VDC, and +60 VDC at 
their pin-outs. (69 VAC used to 
make the 60 VDC is fused on the 
bottom board.) 

Inspect all connectors for their 
proper position and a secure connec- 
tion. Especially important are the 
control board connectors J1 (power 
input) and J6 (switch strobes and 
slam input). 

Check the SLAM switches: there 


are two. One is on the front door and 


FIGURE 3 


PO SIGNAL (TC1-14) 


the other is on the ball-roll assembly. 
These are normally closed switches 
and must have adequate tension to 
prevent vibration levels causing them 
to open. 

There are two normally open TILT 
switches on each game. One is on 
the playboard and the other is the 
pendulum bob assembly. These 
switches must be adjusted properly to 
prevent normal vibration levels caus- 
ing them to close. Also check that the 
coin lock-out wireform is not ground- 
edto the coin chute switches. 

Having made these checks and in- 
spections, we can assume the 
problem is on the control board. 
Replacing the suspected control 
board with a known good control 
board will confirm this assumption. 

With the inoperable control board 
on a test fixture or ready to be 
analyzed in the game, turn the power 
on and verify voltage supply readings 
+ /-SVDC +/-5 percent at TC2-14 
(*), -12VDC, +/-5 percent at 
TC2-15, and also check for 4 VDC 
+0.1 VDC at the positive lead of the 
NI-CAD battery. 

Visually check that test plug TC3 is 
mounted securely in place. Next 
check continuity across this plug. 
(Pin 1 is strapped to pin 14, 2 to 13, 
3 to 12, and pin 4 to pin 11. The 
location on the board is laid out as a 
14-pin DIP with the test plug across 
the first four and last four pins.) 

With a scope, look at the lower pin 
on the crystal: It should be a sine 
wave 12 volts peak to peak with a 
period of approximately 0.28 micro- 
seconds. U1, the processor, gener- 
ates the two system clocks, CLK A 
and CLK B, and these signals can be 
seen at-TC2-11 and TC2-12 respec- 
tively. CLOCK A swings from about 
+5 VDC to -10 VDC for approxi- 
mately 3 microseconds duration. 


(Figure 1) CLOCK B, at this time, 
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(") TC1 and TC2 are 15-pin test 
point strips on the control board. 
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swings from -10 VDC to +5 VDC 
for approximately 1 microsecond 
duration. 

Verify 4VDC at pin 4 of Z2 and 
0.22 VDC at Z2 pin 6. If these 
voltages are correct, we can examine 
the power-on signal (PO) at TC1, pin 
14 and the synchronized power-on 
signal (SPO) at TC2, pin 10. 

This PO signal is a product of Z2, a 
one-shot, triggered by the rise of +5 
VDC from the power supply and 
timed out by the external RC 


network. The switching of Q6 is the 
actual PO signal. (Figure 2) 

The power-on signal can be seen 
at TCl pin 14, while switching the 
power from off to on. PO, as seen on 
a scope, should, at first instant, dip to 
-10 VDC for a duration of 60 to 80 
milliseconds and then rise to +5 
VDC. (Figure 3) 

The last signal to be checked is the 
synchronized power-on signal (SPO) 
generated by the processor, U1. 
SPO will approximately resemble PO 


if the U1 chip is functioning correctly. 
These checks verify the correct 
operation of the power-on circuit. 

Control board failures past this 
point will most likely be related to the 
ADDRESS or DATA busses, or 
CONTROL lines. The pin-outs for 
these signals can be found on TCl 
and TC2. 


— By dim Calore 
Courtesy of STAR TECH Journal, 
Merchantuille, New Jersey 


Troubleshooting Clinic 


Atari Asteroids 


Symptom: Coin rejector button gets 
stuck behind acceptor return lever. 
Solution: Remove “E” washer from 
reject button and invert it. The wider 
flat head then will cover sufficient 
area over the acceptor return lever 
and it will be quite comfortable for 
pushing. 


Symptom: Control push buttons fail 
to operate. 

Solution: Replace 10 K ohms re- 
sistors R87, R91, R97, and R98 to 
480 ohms. Refer to page 22 in the 
Atari Asteroids manual (TM-143) for 
PCB resistor location. The resistors 
are located at coordinates K-11 and 
M-11 at the main PCB. 

This modification provides 10 
milliamps to the open blade switches 
on the control panel. Ten milliamps 
is required to insure adequate self 
cleaning on gold-plate switches. 
Note: On some boards, the resistors 
mentioned above were replaced by 
150 ohms resistors. Atari recom- 
mends 470 ehms; however, smaller 


Stern Meteor 


Some Meteor games intermittently 
will count the bonus down continu- 
ously (actually 256 times). 

The problem is caused by a 
defective Ul memory chip. Replace 
Ul (P21) with the new ROM P21A. 
If your game has EPROMS. at 
memory locations, a jumper modifi- 
cation is required when replacing U1 
with the new PROM or ROM. The 
EPROM is an IC chip with a 
transparent window, usually covered 
by a sticker. 

Reconnect jumpers E8 to E9 and 
E2616-E23. 

Note: Stern appreciates the return 
of the Erasable PROM, since they 
can possibly reuse it. Contact your 
distributor for parts availability. 
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values are acceptable. Later produc- 
tion models are already modified. 


Symptom: Asteroids cash box over- 
flowing with quarters. 

Solution: Replace cash box with the 
early Atari pinball cash boxes. 


Subject: Asteroids monitor picture 
tube. 

To prevent picture tube phosphor 
burn when switching from self-test to 
game mode, perform the following 
modification: 


I1—Clip and lift Pin 9 of K9 


FLIPPER 


SHOE & SHAFT 
ASSEMBLY 


. i 
Gi anani 


By Zac Oliver 


(74LS 164). 
2—Jumper small gauge wire from 
lifted Pin 9 to Pin 15 of M10 
(74LS259). 


Subject: Atari back door keys hook. 
The back door key hook can be re- 
positioned on the door for easier 
access and to prevent its jamming at 
door closure. Remove 3/16 inch 
bottom lock nut from the slam switch 
assembly and place the hook in that 
screw. Replace all nuts. Keep one 
key attached to an inner wall for re- 
placement, in case the other is lost. 
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S ymptom: Broken shoe and shaft on flipper assemblies. Solution: Place a 
flat washer held by the plastic flipper holding screw (Diagram above). The 
screw, the shaft extension, and the washer will form a bridge supported by 
the plastieflipper inner protuberances. The flipper bushing extending 
above the playfield surface will prevent the screw head from binding 
against the wood. NOTE: Such solutions are temporary and are possible 
depending on the nature of the rupture. Replace part when possible. 
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We spare our readers unimportant advertisers. 
We spare our advertisers unimportant readers. 
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By Roger C. Sharpe 


If the game has a movie tie-in, 
charge movie prices? 


can you 


The year continues to speed by and 
with it one can witness the changes 
being undertaken in the industry. As 
was noted by this writer some 
months back, the video surge has 
taken a great deal of steam out of the 
sails (and sales) of pinball. But never 
without hope, the turning point may 
be rapidly approaching. Not only are 
this month’s batch of machines 
varied and strong unto themselves, 
they are also setting the stage for 
some soon-to-be-released efforts that 
should set pinball back on the path 
and once again into the hearts of the 
players. 

Problematically, everyone is wait- 
ing for the next breakthroughs. The 
rumors fly concerning possible take- 
overs, changing technology and 
placing greater importance on the 
unusual and innovative in both 
design as well as graphic and sound 
treatments. One of the larger stumb- 
ling blocks, however, when viewed 
in perspective of this election year 
and the tightening of money, is the 
effort of some in the industry to raise 
the price on games to the player. 

Coming at a point when amuse- 
ment centers and game rooms are 
increasingly having to compete for 
the entertainment dollar, it is distres- 
sing at best to think that pinball 
games at fifty cents per play for 
approximately two and a_e half 
minutes of fun is up against 
some-thing like a two hour movie 
costing only $3 to $4. Somewhere 
the logic is missing and yet the 
movement seems to be gaining 
momentum—unfortunately _ pricing 
itself out of the reach of the major 


market—teens. Admittedly the in- 
crease is necessary on some vague 
level but the repercussions trouble 
me. 

Anyway, whatever the price of 
games to operators or players, there 
are some notable machines at hand 
that might just begin the switch back 
to the steel ball. And, no matter how 
you react to these games, they'll be 
the ones you'll be seeing this spring 
and summer—so for pinball’s sake, 
let’s hope for the best. 


Gottlieb’s SPIDERMAN 

Well, here it is—the premier 
game in this company’s new “Star 
Series 80.” And with a new system to 
boot, Gottlieb is sure to snare some 
players in its web. 

PLAYFIELD: An improvement on 
the “squat body” format, The 
Amazing Spiderman begins the 
playfield action with two lanes on the 
top right (A-B), a rollover button and 
some kicking rubbers and a left side 
set up of three kick-out holes (1-2-3). 
Move down, and there’s a center 
target at the middle and two thumper 
bumpers just below. At the right is a 
bank of five drop targets and a lane 
behind. The left offers a spinner lane 
and a central bank of three drop 
targets. While moving down this left 
side one finds a short lane and frontal 
target plus a flipper. The bottom 
finishes off the action with a 
one-flipper left side and a double- 
flipper right side built around a con- 
ventional wire lane and form. 

ANALYSIS: The new playfield 
size has been incorporated extremely 


well for shooting angles from any of 
the four flippers and also utilizes 
memory and recall for the first time 
by Gottlieb. Dimensionally, this size 
as well as Stern’s Big Game takes 
pinball design into a different and 
more realistic realm than was the 
case with the old Atari size. 


The action here is locked into the 
drop targets on the right for building 
up bonus multiplier as spotted by the 
green light in front of the appropriate 
target. Get the top three kick-out 
holes and there’s a step up in the 
drop targets for more than one 
multiplier at a time, up to a possible 
five-times bonus. Get the whole bank 
and the three drop target bank in- 
creases to a potential extra ball and 
the play goes from there. 


A countdown bonus at 20,000 no 
matter the multiplier is tied into the 
number 2 kick-out hole and getting 
A and B lanes lights values in lanes 
for multiplier as well as increased 
bonus values. 

The play is smooth with good 
reverses possible and long shots from 
any of the flippers as well as decent 
rebounding capabilities. Scoring and 
special values can come frequently 
by maximizing the targets and the 
kick-out holes with more than 
enough good shot selections to keep 
the good players playing. 

GRAPHICS: True to Marvel 
comics, “Amazing Spiderman” is just 
super and translates well in presenta- 
tion and technique for the pinball 
medium. Old G. M. has done himself 
proud on this one by remaining 
faithful to the theme and offering up 


Roger’s Ratings At-A-Glance 


Gottlieb’s SPIDERMAN 
Stern’s BIG GAME 


###/y 


Bally’s SILVERBALL MANIA 
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an exciting combination of bright 
colors that capture the eye. 

PLAY: Spiderman is a good three- 
ball game, although I have a hunch it 
would be even better in the old five- 
ball format, but that’s another story. 
So for three-ball play in extra ball 
areas, try a 200,000-point start and 
follow it with 350,000 and 500,000 
point limits. On free play you'll 
probably want to add about 100,000 
points to each of those levels, de- 
pending on the caliber of play in your 
location. 

PROS & CONS: What can I say 
about Spiderman? | like it and yet 
ve heard some differing opinions 
about it being too hard, too easy, too 
slow, not having enough shots or 
excitement, and various other reac- 
tions. For my money it’s the best 
effort from this company since the 
days of Sinbad and the shape of the 
game is a definite improvement on 
the old “squat body.” There are 
some problems with power from the 
tips of the flippers, but for the most 
part everything is accessible from any 
of the flippers. Most particularly 
appealing is the chance to get into 
the flow of the game and make some 
good, solid shots, especially for the 
unskilled player looking for a fair 
game to play. 

The total package is great to look 
at, including the silver cabinet and it’s 
a shame that the sound doesn’t have 
the volume potential to compete with 
other games in a noisy location, even 
with the speaker being above the 
glass on the head of the machine. My 
distress is in the rumors that Gottlieb 
has decided to stop making con- 
ventional-size pins, as I write this. 
(Hold onto your Torch machines— 
they'll be collectibles if this rumor 
proves correct.) I feel this would be a 
grave mistake at this juncture of pin- 
ball development and far too radical 
for this conservative manufacturer. I 
only hope they reconsider this 
reputed decision, no matter how 
strong their upcoming pieces appear 
to be. 

Finally, it is reassuring to see 
Gottlieb forging ahead and trying a 
new system that offers increased 
capabilities in the use of memory and 
recall. Definitely on the way back, 
Spiderman paves the road nicely 
with a complete package that should 
get them back into the mainstream. 

RATING: ###1/2 


Stern’s BIG GAME 

The game that debuted in Chicago 
at the AMOA and showed what the 
future of larger sized games should 
be, is finally at hand and drawing 
rave reviews from almost everyone 
out in the real world, and with good 
reason. 


PLAYEIELD: The top of Big 
és 


Game starts with three lanes (B-I-G) 
and leads down to a three-thumper- 
bumper area that’s flanked on the left 
by three drop targets (1-2-3) and 
another three drop target bank on 
the right (4-5-6-). Behind the right 
side targets is a three rollover button 
passageway and behind the drop 
target bank on the left is a short loop 
spinner lane. Move over a bit and 
a longer spinner lane with an added 
kick-out hole gets the ball back to the 
top of the field. At the center of the 
board on the far right side is yet 
another three drop target bank 
(7-8-9) while for balance the left side 
offers two targets and a short lane 
flush against the cabinet. The bottom 
is a wire lane and kicker conventional 
bottom with a nice touch regarding 
the double set of flippers—the wire 
form leads down behind the bottom 
flipper so that the ball can’t go 
between the flippers and down the 
outhole. 

ANALYSIS: There is so much 
here that it’s hard to decide where to 
start. The scoring is “so big” to coin a 
phrase from the Stern playbook, with 
its seven-digit displays. But it’s 
needed on a game that has infinite 
play possibilities when it comes to 
gathering points. The whole premise 
is to fill in the three “bingo” type 
numbered cards in the middle of the 
field (X-Y-Z) which light randomly 
depending upon where the ball hits 
on the playfield, which of the 
numbered drop targets are hot 
down, and whether the appropriate 
card is lit. But even without the card, 
there’s a whole ‘nother game in Big 
Game which has to do with spelling 
out the name of the machine and 
sending a ball into the left side 
spinner at 2,000 points a crack, with 
a possible 5,000 points for each letter 
and a potential 35,000 points for the 
kick-out hole when lit. 

Add it up and one good timed 
shot can mean upwards of 100,000 
points— which ain’t hay, even for Big 
Game. The shots offered are swift 
and angular from the flippers to the 
targets directly with reverses or up 
through the thumper bumpers, or 
even around the little alleyways and 
passages around the backs of the top 
target banks. 

And a nice Harry Williams touch is 
the last ball in play value with an 
increase of 5,000 points for each 
completed line in the cards, which 
get those point totals into the strato- 
sphere, not discounting the 2X or 3X 
values that accrue from getting the 
numbers lit on the cards. A 
27,000-point reserve bonus, which 
when totaled on 3X gets you to 
81,000 points, has the cards staying 
alive even after completed—and 
utilizes the memory and recall in this 
game for a good, building continua- 


tion of play throughout. 

It’s all integrated, smooth playing, 
and topped by some super sounds 
that tie in nicely with the theme of the 
big hunt for the big game player. 

GRAPHICS: Powerful. Pure and 
simple. Nothing fancy, just the 
ominous look of a tiger staring out at 
the passerby from the protection of 
green foliage. In fact, green in the 
predominant color on Big Game and 
should help allay any fears that this 
might be a “jinxed” color for pinball. 
It works and the playfield picks up 
the motif and carries it off without 
taking away from the action. 

PLAY: Once again, remember 
that we’re talking about seven-digit 
action here, as well as gonzo points 
on the last ball in play and some 
pretty hefty spinner shot possibilities. 

On three-ball extra play, try a 
300,000-point start and follow it with 
650,000 and 990,000 point limits. 
For free play you'll probably have to 
branch into seven figures unless you 
want to limit the number of free plays 
to two, so try a 100,000 to 150,000- 
point increase to each limit and see 
how the players acclimate to it. 

PROS & CONS: Big Game is a 
gem of a machine that offers some 
interesting play action, — strong 
graphics, and compatible sounds 
with more than adequate volume. 
The size is a saving grace that doesn’t 
make the player’s arm weary and 
also eliminates the need for useless 
bottoms found on the majority of 
squat body machines. Also, Stern 
seems to have solved some of their 
mechanical problems, particularly in 
the flippers with power to all areas of 
the machine well within reach. 

The only weak point, if you can 
call it that, is that left-to-right and 
right-to-left shots from the flippers 
are difficult for the top drop target 
banks due to the placement of the 
thumper bumpers. But from re- 
bounds off the bumpers reverses 
from the flippers, everything is 
accessible. The bottom metal guide 
rail over the interior and out lanes 
tends to deaden the ball, but all in all 
the layout of teatures makes this an 
excellent shooter’s game that has its 
own strategies and subtleties. 

RATING #### 


Bally’s SILVERBALL MANIA 

The new generation of Bally 
pins begins to come in view with this 
most recent effort that adds sound 
and graphic appeal with some 
interesting design. 

PLAYFIELD: The action begins 
with three lanes at top and four pop 
bumpers. Move down and there are 
four yellow targets (S-I-L-V) and a 
triangular spread of three thumper 
bumpers. This is the top of the game - 
and leads down to a_ middle 
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horseshoe with rollovers in mid field 
that hold out bonus multiplier and 
also offer a center target (N). At 
either side are spinners with the right 
one providing a way to get back to 
the top of the machine. At the left 
side of the machine are three more 
targets (E-R-B) while the right side 
also has three targets (A-L-L), before 
one gets down to the bottom with a 
bit of a difference. The wire form and 
flipper setup offers targets (A-I) with 
the exterior lanes offering two more 
(M-A) and leads down to a lower 
wire form and center kick-back kicker 
that shoots the ball back to the 
playfield when lit and drains when it 
isn’t. 

ANALYSIS: If one remembers 
Williams’ Miss-O or even Spanish 
Eyes you might find some similarities 
with the center hoop and even the 
top lane and pop bumper treatment. 
But discounting this, Silvuerball Mania 
isn’t too bad a game although much 
of the focus is on that center area 
with its value for bonus multiplier as 
well as the spotting of a letter to build 
up Wizard Bonus, Super Bonus, and 
the Silverball Mania Special. In fact, 
all a player has to do on this game is 
wait on the flipper and shoot for the 
middle. 

The top has some decent re- 
bounding from thumper bumpers but 
softens up on the sides and for the 
roll down through the spinners. With 
the bottom and middle of the field, 
side-to-side action either from the 
flippers or from the kickers offers 
some fair play. However, the bottom 
has problems with its narrow pins 
leading down to the lower wire form 
to the kicker. It effectively shortens 
the playfield and the play when the 
kicker isn’t on. Holdover and 
memory in the letters makes this an 
adequate interim game for Bally with 
the saving grace being in the total 
package. 

GRAPHICS: This signature game 
by Kevin is an exceptional pinball 
fantasy that offers much on the 
playfield as well as the backglass— 
where, however, some of the things 
do get washed out with the heavy 
predominance of black. But it is a 
beautiful piece of work that is both 
striking to the eye and in keeping 
with the style Bally has successfully 
championed over the years. 

PLAY: Silverball Mania is a build- 
up game simply stated. The whole 
basis tor play is in gaining letters and 
spelling out the name in order to 
capitalize on any multiple values. On 
three-ball free play areas try a 
300,000 start and follow it with a 
600,000 and 900,000 point levels 
only because the extra ball is so easy 
to get. On extra ball you'll probably 
be safe lowering each of these limits 
by 100,000 points. 
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Bally’s SILVERBALL MANIA Game Plan’s CONEY ISLAND 
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PROS & CONS: There is a feeling 
of confinement on the playfield only 
because everything is so close to the 
flippers. Cosmetically—in sounds 
and graphics—the game makes it, 
but from the sense of play, with the 
center being what it is, it takes away 
from the whoile effort. Average 
players should find it gratifying to go 
for the middle and not get burned, 
while the skilled player may be at a 
loss for expanding his shot capabili- 
ties. 

Admittedly, Silverball Mania is an 
improvement over Dolly and Ground 
Shaker, but it should be viewed as a 
stepping stone for better things to 
come, rather than a concrete indica- 
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tion of where Bally has finally settled. 
RATING: ##3/4 


Game Plan’s CONEY ISLAND 
The follow-up to Sharpshooter 
comes into view with a throwback in 
graphics and theme and even some 
similarities to its predecessor. 
PLAYFIELD: The action begins 
with three lanes (C-O-N) and leads 
down to a three thumper bumper 
area that’s flanked by two targets on 
the right side and an _ elongated 
rollover button lane on the left side 
that has access from the top or 
bottom. On the far left is a spinner 
lane for getting back to the top while 
the right side offers an angled bank of 
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seven drop targets (I-S-L-A-N-D-!), 
with a setting of a post and two 
rollover wires on the right side 
(50,000 points and E). Move back 
over to the right side and a kick-out 
hole is placed just below the spinner 
for bonus multiplier valueds and 
specials. The bottom is a conven- 
tional wire lane and flipper set up and 
controls the “Y” and extra ball and 
special values. 


ANALYSIS: The plan on Coney 
Island isn’t too bad with a balance of 
shots on both sides. As in Sharp- 
shooter, the idea is to spell out the 
lanes and letters for extra ball 
possibilities while the drop targets 
mean increased multiplier values 
along with the kick-out hole. 


The flip flop of features doesn't 
lose too much in the way of 
rebounding due to the left side 
kicking rubbers, although the game is 
a quick machine to play. The top 
thumper bumpers are alive for 
getting the ball back through the top 
lanes or over to the side for copping 
the 50,000 and a letter, while the 
flippers supply most of the work and 
the apepal of a close-set drop targets 
for shooters. 

GRAPHICS: The problem here 
has to do more with color than 
theme, although artistically, the style 
doesn’t come across as strongly as 
it might, comparted to what’s out in 
the market. Sound effects help a 
great deal, with some new ones 
added, but the visual apepal of 
Coney Island doesn’t necessarily 
translate with today’s player. 

PLAY: Once again a million light 
shows up and helps for scoring that 
can reach beyond the six available 
digits. On three-ball extra play try a 
180,000-point first limit and follow it 
with 360,000 and 600,000 points. 
On free play you might want to 
increase this by about 100,000 points 
each—depending, once again, on 
the players and the percentaging of 
the machine. 


PROS & CONS: Most manufac- 
turers borrow from their own games 
and reuse. particular features, 
whether it’s in-line targets, the 
placement of lanes, targets, spinners, 
or other playfield components. The 
problem with a new company is that 
everyone seems more critical and 
ready to jump down its throat, as 
with Game Plan because they tried to 
utilize some of the same things over 
again. 

Players, on the other hand, don’t 
mind—or don’t remember Sharp- 
shooter and, in fact, much of the play 
is different although the build-ups are 
the same. The weakness has more to 
do with the graphics and how out-of- 
synch it is with what’s around. 

RATING: ##1/2 
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Rescuing 
Neil 
€rmstrong 


Taito’s new Lunar Rescue is space 
adventure in full color and sound. 

You are in space and must rescue 
six victims and bring them back to the 
mother ship. But meteors and enemy 
aliens stand between you and the 
victims and you must dodge and 
shoot your way through. 

You must make six landings and 
six rescues. Points are scored when 
docking/rescue is finished. One ship 
will be added when 3,000 points are 
scored. If you make the six landings, 
rescue and fuel points are added. 

The one- or two-player games 
have the dimensions: Upright— 
height, 68 inches; depth, 35 in.; and 
width, 24 in.; Table—height, 24 to 
28 inches; depth, 22 in.; and width, 
34 in. 


PLAY METER, May, 1980 


“Tiger, Tiger 
burning 
bright’ 


Stern Electronics, Inc. scheduled 
early spring production of Big Game, 
the company’s latest solid-state four- 
player pinball machine and its first 
entry in the wide-body _ pinball 
market. 

Big Game will feature exciting 
playfield action synchronized with 
exotic, electronic sounds of the 
jungle—creating an audio sound- 


track “‘so big...it can start a stampede 
at the nearest zoo,” the manufacturer 
boasted. 


Measuring 23 7/8 inches by 45 
inches, Big Game was designed by 
pinball pioneer Harry Williams. Vivid 
wild-creature art on backglass and 
playfield reinforces Big Game's 
colortul jungle theme. 

Stern says features of the game 
include: the first wide-body pinball 
game to let the score roll into the 
millions; “the first wide-body game 
with the feel and comfort of 
standard-sized games;” and the first 
wide body that easily fits through a 
doorway. 


~~ 


Nostromo 
under attack 


Moon Alien is an insidious attack 


by the devils of outer space, 
unleashing a deadly barrage of 
missiles. The defender with the 


Nostromo ship dodges bombs to 
intercept the aliens. 

In the one- or two-player Moon 
Alien game, one additional Nostro- 
mo spacecraft is added whenever a 
predetermined score is attained 
(maximum score is 999,990). 

Coins can be deposited in bulk, up 
to atotal of nine games. The number 
of credits remaining is indicated at 
the bottom left of the screen. 

Fueling is crucial to the game, 
also—when the gauge runs out, the 
player's Nostromo ship blows up. 

Moon Alien is a Nichibutsu game 
imported by I.J.S. of Fort Worth, 


Texas. 
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Surface lock 


Abloy Security Locks has intro- 
duced the Super-Stopper, a jimmy- 
proof, surface-mounted lock which 
resists most types of forced entry. 
Several of the design features on this 
new lock make it most likely the 
safest, surface-mounted security lock 
ever developed. 

A hardened steel protective cylin- 
der cover shields the rotating detain- 
er disc-type locking mechanism. The 
Super-Stopper, which fastens to itself 
through the door, has concealed 
steel locking screws which hold the 
unit in place. 

Extra protection is added by a steel 
plate which covers the indoor portion 
of this unit. The locking bolt 
interlocks the door and frame. 

Super-Stopper features Abloy’s 
unique rotating disc-type cylinder, 
similar to the lock on a safe. There 
are over 350 million possible combi- 
nations. Unlike conventional spring- 
loaded, pin-type cylinders which 
easily wear out, the Abloy cylinder 
lasts through years of use and 
outdoor exposure. Cold and mois- 
ture do not affect the operation of 
Super-Stopper. 

Super-Stopper is packaged with 
all necessary assembly hardware, de- 
tailed installation instructions, and 
two hard-to-copy keys. Because the 
Super-Stopper has no latch knob, a 
key is the only way to activate the 
locking mechanism. 
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Outer space 
fuel crisis 


Rip Off is a one or two player 
space action video game _ from 
Cinematronics. 

Like Cinematronics’ Starhawk and 
Space Wars, the new Rip Off is an 
outer space shooting game. Players 
score points by shooting aliens who 
come from all sides to attack, and 
then run away from the fray with 
your precious fuel canisters. 

The object is to destroy the aliens 
before they destroy you and steal 
your fuel. How long you _ play 
depends on skill in shooting aliens— 
oecause the more you shoot, the 
“smarter” and faster they become. 

In the two player version, the 
game play is the same, so that the 
two players may compete or play as 
a team. Playing as a team, they can 
attack from different formations or 
set up ambushes. When competing, 
it's every man for himself. Both 
individual and team _ scores are 
displayed. 

Rip Off is available for the summer 
season and features Cinematronics’ 
Vectorbeam monitor. 


Everyone 
loves qa circus 


“With the arcade season soon to 
be in full swing and carnivals and 
circus road shows proliferating all 
around the country, this is a theme 
whose time has come,” said D. 
Gottlieb’s Executive Vice President 
Alvin Gottlieb. Gottlieb’s Circus will 
be on display in distributor show- 
rooms in time for this season, 
according to General Sales Manager 
Jack Mittel. 

Circus is the first wide body of 
Gottlieb’s new “Decade of Stars” 
which features System 80, the new 
versatile solid state system as well as 
ear-level sound projection, powerful 
pop-bumper action, sparkling art, 
expanded fifteen-step bookkeeping 
and other innovations, continued the 
firm’s exec V.P. 

With a personality of its own, 
Circus is also a first cousin of 
Gottlieb’s succesful Genie with its 
game-within-a-game concept. The 
carnival-theme art, circus-like sound 
and generally festive mode of the 
game inspire immediate action on 
location, said product literature. 

Hitting the tour top rollovers or 
center .roto-target numbers lights 
corresponding drop targets for addi- 
tional score. Hitting the center roto 
target star scores 5,000 points, lights 
all four drop targets and scores extra 
ball and/or special features when lit. 

Said Alvjn Gottlieb: “It’s Spring 
and that’s when everybody loves the 
circus, and so will location owners 
and operators when they see, hear 
and play Gottlieb’s Circus.” 
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Galaxian 
defender 


Midway's Galaxian is a space 
battle video game that features 
attacking alien units and _ flagships 
that swoop down toward defenders 
who must fight back without the aid 
of barricades. 

Galaxian is a one- or two-player 
game available in an upright or cock- 
tail table model. The player, control- 
ling the Galaxian defenders of the 
Farth, must destroy a convoy of 
aliens that are bent on annihilating 
him. The defender ship moves freely 
across the bottom of screen, firing 
missiles at aliens. He must shoot 
down not only alien army regulars, 
but also outmaneuver and destroy 
enemy fighter escort ships that peel 
off from the main body of the alien 
squadron at random. 

Points are scored for hitting alien 
flagships and alien army regulars in 
colors of red, purple, and green. 
Bonus points are scopred for hitting 
attacking aliens, lone flagships, or 
flagships with escorts. 

Galaxian is engineered by Namco 
Ltd. and licensed for manufacture 
and distribution by Midway in the 
United States. 
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Interstellar 
combat 


Interstellar warfare has been 
joined by Data East Corporation with 
Astro Fighter. 

The video game’s action leads up 
to confrontation with “the master,” a 
creature in space which has sent 
squadrons of attacking vehicles and 
meteorites to destroy you or be 
destroyed, 

This advanced stage of the 
game—in which the “master” on the 
screen must be carefully attacked— 
requires a player’s refueling in space 
in order to return to the beginning of 
play, dodging meteorites. 

At top of the play screen is the 
player’s rocket fuel gauge. Since he 
needs to destroy five sets of the 
enemy before he can refuel, the fuel 
indicator must be carefully watched 
as the action of play proceeds. 

Astro Fighter is a current hit in 
Japan, according to the manufac- 
turer, Deco (Data East). The game is 
currently under license to Gremlin for 
U.S. sales and to Video Games for 
Germany and Zaccaria for Italy. 


Soccer made 
in Sunnyvale 


Atari, Inc., has released Atari 
Soccer in limited quantities to dis- 
tributors in the United States. 

In an announcement, Frank 
Ballouz, Atari marketing director, 
said: “Atari Soccer has _ been 
thoroughly tested and refined in 
European markets, as well as tested 
very well in various U.S. markets. 
We feel the game is now ready for 
introduction in the U.S.” 

Atari Soccer simulates the realism 
and play action of an actual game. 
Exclusive Atari Trak-Ball controls 
allow instant movement and control 
of key players in any direction. 

The game can be played by either 
two or four players. In the four- 
player game, each player controls 
two men and cooperation between 
teammates is possible. The two- 
player version allows each player one 
contollable man. 

There are a variety of options to 
challenge players, including Kick/ 
Pass and Offsides. And _ operator 
options include Add-A-Coin contin- 
uous play, adjustable game times, 
coinage, and languages. 
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Another 


“Space Invaders’ 
video 


“The premier introduction of 
Midway’s Deluxe Space Invaders 
cocktail model with its large 19- 
inch monitor ‘flip-flop’ screen for one 
or two players, was immediately met 
with unusual and excited demand by 
operators,” reported Stan Jarocki, 
Midway’s vice president of market- 
ing. “They have recognized the 
expanded market possibilities for 
added and newer locations with 
these type of units.” 

Both the upright and cocktail table 
Deluxe models incorporate the fun- 
damentals of the original Space 
Invaders video game with new 
colorful screen patterns, new action 
and new features to test the skill of 
players. 

New variations include increased 
invader fire power; invaders random- 
ly dropped into action by UFO; and 
some invaders split into two units 
when hit. There’s a Deluxe bonus 
scoring system and high scorer’s 
name registration feature added. 
When score reaches 1,500 points 
(adjustable), a bonus laser base 
appears with a beep sound. 

If the last invader remaining on the 
screen is in the bottom row, left 
corner, a hit at this point is worth 
1,000 points. If the last invader hit is 
in the bottom row, middle position, 
800 bonus points are scored. If the 
last invader hit is in any one of the 
bottom two rows, other than the 
positions listed above, there is a 
bonus score of 500 points. 

Striking color contrasts have also 
been added on Midway's Deluxe 
Space Invaders games: Score line 
and player No. 1 and No. 2 points 
are featured in glowing red letters. 
The invaders are brilliant yellow and 
the fortresses and laser positions are 
a vivid green. Laser shots change 
from green to yellow with explosive 
hits. 
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“SPACE INVADER? 


...A€nd nowa 
“Space Invaders’ 


pinball 


Space Invaders...the pinball. It 
may need a warning label: This 
pingame can hypnotize the unwary. 

Bally Pinball Division calls Space 
Invaders’ features “one step be- 
yond.” The package of mesmerizing 
effects include marquee-like lighting 
on the backglass, combined with an 
accelerating “heartbeat” and _laser- 
like sound. 

A Bally spokesman said, “Players 
will be able to judge another player’s 
ability from across the room as they 
watch the light pattern change and 
listen to the sounds and ‘heartbeat’ as 
they accelerate.” 

The playfield presents excitement 
as much as the special effects do. 
Four flippers with sound effects pro- 
vide control over the “supersized” 
playfield. Five red invader targets 
advance a 20-40-60,000 bonus and 
increase the “heartbeat” rate as well 
as changing the light pattern 
sequence on the backglass. 

Five blue invader rollovers light 
the center rollover to score the “clone 
chamber” value and the extra ball 
rollovers. They also light the center 
target arrow for 5,000 points and 
three bonus advances. 

The trapped-ball clone chamber 
has memory and scores 20,000 to 
50,000 points with a countdown 
effect each time the value registers. 
The bonus can be multiplied from 2X 
through 5X via the center hoop, 
along with points and bonus ad- 
vances. 

Other features of Space Invaders, 
the pingame, include a set of drop 
targets, the value of which increases 
from 10 to 15, 20—25,000 and 
special; and a center hoop which 
multiplies the bonus and then awards 
25,000 points and special. 

One new feature is a single drop 
target guarding the free ball gate that, 
when open, allows the player to 
shoot over and collect the bonus. 
This “mystery ship target’ has a 
special siren that randomly signals a 


quick jump in value trom 500 to 
50,000 points. 
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Classified 


advertising 


STAR SCROLL 
VENDORS 
WANTED 


Star Scroll Vendors manufac- 
tured by Twelve Signs wanted. 
Top Dollar paid. 


Call 1-800-433-2908 
Texas: 1-800-772-2703 


LARGE EXPANDING CORPORATION 
operating in New Jersey, New York, and Michigan is 
seeking top-notch mechanic/technicians with 
minimum of 3 years experience in solid state pinballs, 
jukeboxes, and cigarette machines. Send Resumes 
to: SERVICE DEPT., 1700 Paterson Plank Road, North 
Bergen, N.J. 07047. 


SLOT MACHINES 
Wanted 


Want to Buy Antique Slot Machines 
t in Any Condition — Also buying 
==s.\, Cases, Parts, Mechanisms & Literature 


4 
“Yr We will buy foreign denominations as 


‘(© long as machines were American made 


Commissions Paid For Successful Leads 
Call or Write Today 
R.P. Amusements 
Box 68696 / Seattle, WA 98188. 
1-206-941-4880 


SPACE INVADERS OWNERS: Add color to your black 
and white, reflected screen display. Complete 
instructions for simple installation are provided. 
Color modification kit for two games: $24.00. M.P. 
REHM, Box 29, Correo Fronterizo, San Ysidro, CA 
92073. 


HELP WANTED: Part time solid state repair person 


for nights at Game Room in South Chicago suburbs. 
Call for details: 312/429-6555. 


FOR SALE: Atari Breakout cocktail tables in excellent 
condition. $350 each. Telephone: 419/865-8161. 


WE HAVE A LARGE SELECTION OF NEW & USED 
arcade equipment. Also jukes, pool tables, shuffles 
& cigarettes. We deliver & accept trades. COIN 
MACHINE DISTRIBUTORS, INC., 213 N. Division St., 
Peekskill, N.Y. 10566. Tel.: 914/737-5050. 


Units of 1-4 


Units of 5- 


Units of 10 and more 


FOR SALE: Exidy Car Polo $495.00. LUCKY LADY 


AMUSEMENTS, 605/692-6775, Brookings, S. Dak. 


VIDEO GAME LOGIC REPAIRS, M&B ELECTRONICS 
P.0. Box 63, BRIDGE CITY, TEXAS 7/611. Phone: 
113/735-4855. 


IRISH DISTRIBUTOR looking to represent U.S. 
manufacturers. Manufacturers — we are your key to 
the lrish market. DEALGAN AMUSEMENT 
Ent. Ltd., Ramparts Dundalk, Co Louth, Ireland. 
Telephone 31600 & 31605. 


$995.00 
$895.00 


UNITED STATES AMUSEMENT, INC. 
2 W. Northfield Road, Livingston, New Jersey 07039 
201-992-7813 or 926-0700 


We spare our readers unimportant advertisers 
and our advertisers unimportant readers 
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REWARD 
we have $100,000.00 
to spend on: 
Slot Machines, Juke Boxes, 
Dice, Arcade P-Nut, Gum & 
Vending Machines, Nickelo- 


deons, Regina Music Boxes 
and Phonographs. Any coin 
operated device. 
MACHINES 
Taliesin Road 
Wales, WI 53185 
Phone: 414-968-4540 


bALLY BINGOS, FOURTEEN COMPLETE PLUS NINE 
extra heads, misc. playfields & parts. Stored in Los 
Angeles—$6,000.00 takes all. Will trade for kiddie 
rides. SEABOARD, 273 Lanakila Rd., KAPAA, HI 
96746. Tel.: 808/822-1701. 


PINBALLS 


BALLY Evil Knievel 
BALLY Eight Ball |3| 
WILLIAMS Phoenix (2! 
ATARI Space Rider 
GOTTLIEB Pinball Pool 
STERN Trident 


RED BARON AMUSEMENTS 
118 SOUTHWYCK CENTER 
TOLEDO, OHIO 
(419) 865-8161 


PINBALL & SOCCER TOURNAMENT MANUALS: 
Clearance sale of final issue to be published. While 
they last only $12.50 [includes shipping in U.S.—Plus 
$2.50 shipping outside the continental U.S.]. Over 60 
pages of everything you need to know about pinball 
and soccer game tournaments. 

Promotional literature samples.... 

Registration forms.... 

Rules.... 

Public relations.... 

News release samples..... 

Call or write HERB GROSS & CO., 84 Edgerton St., 
Rochester, NY 14607. Tel.: 716/244-3711. 


FOR SALE: Joker Poker $825, Sinbad $760, Cleopatra 
$625, Close Encounters $835, Star Trek $995, Paragon 
$1275, Supersonic $1025, Kiss $1250, Power Play $725, 
Dolly Parton $1325, Playboy $1150, Sharpshooter $995, 
Tri Zone $1025, World Cup $725, Disco Fever $875, 
Flash $1125, Hot Hand $795, Meteor $1195, Trident 
$1075, Superman $1395, Space Invader $1475, Gun- 
fight $595, Blue Shark $995, F—1 $1025, Football 2pl. 
$875, Basketball $1275, Baseball $995, Lunar Lander 
$1395, Video Pinball $975, Starship | $525, Barrier $995, 
Death Race $525 Crash $1050, Star Fire $2250, 
Starhawk $1085, Desert Patrol $550, Foosball brand 
new in original crates $475, Wild Gunman $1625, 
Puffin Billy $575, Swing Boat $650, Moto Cat $695, 
Musical Clown see-saw $725, Big Top Circus, Toy 
Town Rescue, Toy Town Racer and other carousels 
$895 each. 

Sea Wolf tl $925, Nugent, $875, Stellar Wars, $1395, 
Space Rider, $565, Clowns, $525, Bowling Alley $1125, 
Sundance $1075. Write or call NEW ORLEANS 
NOVELTY CO., 1055 Dryades, New Orleans LA 70113. 
Tel.: 504/529-7321. 


* LOCATION READY ~« 


Silver Falls (New Upright( 
Space Invaders (Upright) 
Star Fire (sit down) 

Clay Champ 

Rock-Ola 468 

Rock-Ola 478 

Star Trek 


Power Play 
Star Hawk 


zkKweKweKe Ke Ke Ke KK KK OK 


Contact Bob Snow or Maurice Terry at 


x 
x 
x 
x 
* 
x 
* 
* 
x 
x 
* 
x 


PLAY-MORE GAMES DIST., INC. 
1121 East Seminary Drive, Fort Worth, Texas 76115 


U.S. Wats Line: 1-800/433-2908 


From Texas call: 1-800 /772-2703 


1/3 down, balance c.o.d. 


102 


FOR SALE: Ticker-Tapes, Blue Chips, Wall Streets, 


Stock Markets, and Mystic Gates. Also Sweet 
Shawnees, Super Jumbos, Big Threes, Blue Spots, 
Mountain Climbers, and OK games. Antique slots for 
legal areas. Call WASSICK NOVELTY, Morgantown, 
W. Va. Tel.: 304/292-3791. 


FOR SALE: American 12’ Rebound Shuffle Board with 
lights, pingate and scoring unit. Almost new and in 
excellent condition. $995.00. MODERN SPECIALTY 
CO., Madison, Wisconsin. 608/256-0216. 


COUNT COINS FAST 


Coin Sorter with 
Automatic Coin 
Feeder sorts, stacks, 
counts coins; does 
i an hour's work in 

10 minutes. 
e Cuts tedious hand 
work 
e Sorts up to 500 
Coins per minute 
AaakA= © ~ Speeds roll-wrapping 
x ENS @ . COMPLETE $89.90 


gg 3-year guarantee on 
SB onic unit. Write for 
@ details or order now 
for 2 week free trial 
NADEX INDUSTRIES INC. 
DEPT. 17426 


220 Delaware Ave. Buffalo, NY 14202 


WANTED: Antique coin operated arcade and 
gambling equipment. EDWARD G. ZELINSKY, 1333 
Gough St., Apt. No. 12 B, San Francisco, CA 94109. 


FOR SALE 
at low 
factory prices 
from Japan 


e Space Invaders Games 
e Galaxian Games 

e Head-On Games 

e Block Games 

e Meteor Games 


and many others 
“Upright & Cocktail Models 
“Color and/or Black & White 
monitors 
“Equipped with either American 
or European coin acceptors, and 
either 110 or 240 electrical input 
(as per customer instructions) 


All Quantities 
Immediately 
Available 


Write with Request to: 
International Trademarks 
Post Office Box 91257 
Worldway Post Office 
Los Angeles, California 90009 
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24 HOUR 
GAME & PINBALL BOARD 
REPAIR SERVICE 


Ship us any game or pinball board. In 
most cases it will be repaired and 
shipped out within 24 hours of 
receipt. ( Same day carry in service 
also available.) 


LOW FLAT RATE PRICES 
ON MOST BOARDS 


Our modern equipment and _ highly 


trained technicians let us fix them fasg 
and pass the savings on to you. 


For further information 
or price sheet call or write 


PYRAMID 


VENDING REPAIR SERVICE CO. 


4823 Avenue ‘“‘N”’ 
Brooklyn, NY 11234 


212/252-1380 


EXPERIENCED PINBALL AND ARCADE GAME MECH- 
ANIC NEEDED IMMEDIATELY. Would prefer some- 
one with some type of management experience. 
Salary and commission negotiable. Excellent profit 
sharing plan and medical insurance. Tel.: 605/692- 
6775. 


FOR SALE: Midway Tornado Baseball cocktail tables 
in excellent condition. $400 each. Telephone: 
419/865-8161. 


RESPONSIBLE, PRODUCTIVE 
SALESMAN FOR MUSIC, 
VENDING AND GAMES, 

DESIRES TRAVELING JOB 
WITH DISTRIBUTOR 
OR MFG. EXPERIENCED IN 


ALL AREAS OF THE COIN 
MACHINE INDUSTRY. 
HONESTY, RELIABILITY 
AND MANY CALLS MARK 
MY CHARACTER. Call 303/ 
429-4056. 
MANY REFERENCES. 


T-SHIRT IRON ONS 
Make your plain “T” shirts into Wizard ones with 
three new style pinball iron ons: 
“WANNA PINBALL” 
“PINBALLS GOT IT ALL” 
“PINBALL POWER” 
These iron ons are shipped in packages of 
three—one of each for $5.00 or $1.25 ea. Order from: 
COIN INVESTMENTS LTD., P.O. Box 1986, Peter- 
borough, Ontario, Canada. 


PERSON NEEDED TO WORK ON COIN-OP 
phonographs, amusement devices. Will train. 5 days 
200-250 net. STEVENS DIST. CO., 1628 Devine St., 
Jackson, MS 39202. Tel.: 601/353-9974; 353-6632. 
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WORLD WIDE EXPORTERS HAVE FOR SALE USED 


AND NEW Bally bingos, Bally slotmachines, flippers, 
bowlers [new], genuine Bally spare parts. Contact: 
WILMS DISTRIBUTING CO., 87 Boomse Steenweg 
2630 Aartsellaar, Belgium. Tel.: 031/876800—Telex 
31888. 


FREE CATALOG AND SAMPLES SHOWING VENDING 


MACHINE LABELS, truck signs and badges. SETON 
NAME PLATE CORP., 2050 Boulevard, New Haven, 
CT 06505. Tel.: 203/772-2520 


WANTED: USED COCKTAIL STYLE PINBALL & VIDEO 
games. Good Condition Only. Will Pay Cash. Tel.: 
313/695-2970. 


FOR SALE 

16 Mini Theatres, Hollywood cartoons, full color & 
sound, like new, all back up parts, spare projector, 22 
films, manufacturer has fast reasonable repair and 
replacement service. 25 cents coin acceptors on all 
machines, 50 cents available for direct replacement. 
Cost, April 1979, was $47,270.00. Will sell all for 
$34,000.00 or $2,300.00 each. Must sell: disabled, 
unable to service equipment. Please call BILL at 
616/927-3606 or 927-3179. 


Service expertly and reliably 
done on all coin operated 
games. Boards repaired, 

games converted, kits 
installed. Contract rates 
available. Arcades a 


specialty. Call by beeper 
212/687-5305 Unit 674 or write 


JACK GUARNIERI 
SERVICE COMPANY 
Box 155, Brooklyn, NY 11236 


WHIRLYBIRD GAMES—COMPUTER QUIZZES FOR 
SALE. Winners, Flying Tigers. $75.00 up. Call or write. 
Box 8301, Greenville SC 29604. Tel.: 803/233-5134. 


CAROUSEL RIDES KIDDIE RIDES 
Coin operated rides for sale. Completely refurbished 
& ready for location. $250.00 up. Call or write: Box 
8301, Greenville, SC 29604. Tel.: 803/233-5134. 


FOR SALE: Atari Breakout cocktail tables in excellent 
condition. $350 each. Telephone 419/865-8161. 


ARCADE 


Star Ship [3 

Destroyer [2 

Anti Aircraft [2| 
MIDWAY 


Guided Missile [2] 
CheckMate 


MEADOWS Lanes 
GREMLIN Hustle 

ELECTRA Flying Fortress [2] 
EXIDY Circus 


ALLIED Daytona 500 
ALLIED F-114 

CHI. CN. Speedway 
CHI. CN. Coney Island 
CHI. CN. Sky Battle 
CHI. CN. Twin Skeet 


RED BARON AMUSEMENTS 


118 SOUTHWYCK CENTER 


It’s the Baseball Season! 


Midway’s TORNADO BASEBALL 
Fast Action Two Player Video Game 
RECONDITIONED LIKE NEW 


NOW AT 


A SPECIAL LOW PRICE! 


WHILE 
bial ep d 


$395. LAST! 


Send for complete list of pinballs and other amusement machines 


TOLEDO, OHIO 


(419) 865-8161 


GQ A DIV. OF AMERICAN RECREATION GROUP 


2730 W. FULLERTON AVE., CHICAGO, IL 60647 


Phone: 312/384-2300 


Cable: GAMES-CHICAGO 
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BALLY PLAYBOY 
BALLY EIGHT BALL 
BALLY EVEL KNIEVEL. .. 


FOR SALE: American 12’ Rebound Shuffle Board with 
lights, pingate and scoring unit. Almost new and in 
excellent condition. $995.00. MODERN SPECIALTY 
CO., Madison, Wisconsin. Tel.: 608/256-0216. 


SHOPPED— READY FOR 

LOCATION NATIONAL 
COMPANY 
wants to buy 


amusement arcade. 


ATLAS MUSIC COMPANY 
2122 N. Western Avenue 
Chicago, Ill. 60647 
AC 312 / 276-5005 


WRITE FOR LIST OF 
OTHER PINGAMES 


$100,000 annually 
with good leases. 


WILL PAY CASH 


Write this magazine with details. 


FOR SALE 
Space Invaders cocktail tables—indistinguishable 
from brand new. Used only 2 months—$995 each. 
Unlimited supply available. UNITED STATES 
AMUSEMENTS, 1428 North Broad St., Hillside, New 
Jersey 07025. Tel.: 201/926-0700, ask for Sal. 


, : DEPT. OC-1 
_ WANTED P.O. Box 24170 
Used A-1 or Sircoma Draw Poker games. Please call 


New Orleans, LA 70184 
collect — 617/321-1742. | 


DO YOU KNOW ME? 
PM THE... 


price guide 


BS “Don’t ever be 
=. VENDING without one 


a 


- GUNS & ARCADE 


MIDWAY VIDEO 


+: ng a Ub wens £6 MG 
J NA "ONAL "S100, "496 825 ROWe 
: 4 


MIOWAY GUNS & ARCADE 
c . 


Constant research of price trends makes our DRA PRICE 
GUIDE an invaluable source of information. With our new easy 
to read and more complete quarterly, you have pages of vital 
information at your fingertips. 

The convenient price guide lists all the products of top 
manufacturers in the coin amusement and vending machine 
industry. For 15 years, Distributors Research Associates has 
been publishing the latest prices on trade in and reconditioned 
machines. Market quotations, wholesale and retail, are the 
basis for compilation by our local and national staff. 


For complete information and a free mini booklet, mail us this 
coupon TODAY! 
DISTRIBUTORS RESEARCH ASSOCIATES 
6595 N.W. 36th Street, Suite 109B, Miami, FL 33166 
Telephone (305) 871-4980 


Company Name 
Name 

Address 

City 


FOR SALE: Secondhand Seeburg phonographs, 
Williams flippers and video games. Large stock of 
parts available for older Seeburg juke-boxes and 
Williams flippers. For price-list, plese contact 
SEEBEN N.V. VREDEBAAN, 63/65 - 2510 MORTSEL 
[Belgium]. Telephone: 31/49.58.65 telex 334441. 


MILLS-JENNINGS 
OF OHIO, INC. 
271 East 156th St. 
Cleveland, OH 44110 
216/486-7412 


Distributors for: 
A-1 Supply ( Sircoma) 
Reno, Nevada 


Draw Pokers, Dawg Race, 
Kenos, Black Jacks. 
Special price on quantity orders. 


Jennings 25-cent Single Play 
Credit Only Slot Machines, 
$1895 FOB Cleveland 
NEW, NEW, Seeburg 25 cents 
up to 6 coin Multiple Free Play 
Slot Machine. 4 Wheels 


FOR SALE: Wurlitzer 1050, Nostalgia phonograph. 
Excellent condition. Call or write for more informa- 
tion. DAN CAMPBELL, 222 Sonata, San Antonio, TX 
78216. Tel: 512/349-0474. 


FOR SALE 


Seven one-year-old 
Philadelphia Toboggan 


25 cent play SKEE BALLS 


New Condition 
No Ticket Dispensers 


$7,000.00 
Call 305/463-2772 


SWEET SHAWNEE, ALL NEW, SOLID STATE. HOLD & 
DRAW, exclusive new BONUS FEATURE, full 
Operator controls, built-in self test. Beautiful solid 
wood cabinet, 1/4” plexiglas. FINEST PIECE ANY- 
WHERE. Proven High Profits. MERIT INDUSTRIES, 
630 Woodland Avenue, Cheltenham, PA 19012. Tel.: 
215-379-1000. 


SKEE BALLS 
$595 each 
60 Skee balls with ticket 
dispensers. On location — in 
good working condition. 
Can be seen in Chicago or 
Contact — 


Dick Reynolds 
or Murph Gordon, 
Aladdin's Castle 
(312) 975-8989 


Texas. 
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Coin operated games 
manufacturer 
looking for the individual 
who can be # 1 and can 
give us the forward 
thrust necessary for 
growth and profits. 


Suburban east coast 
location. All replies 
will be treated on a 

confidential basis. Reply 
to Dept. 5U1, Play Meter, 
P.O. Box 24170, 
New Orleans, La. 70184. 


WANTED 

Control center and amplifier for Seeburg LS 1&2, 
Seeburg “R”, “J, “AY”, & “Q", LPC-1, LPC-2, LS-3, 
Starfire, STD-1&2, USC 1&2, Shoot the Bear, all 
parts. Also, Rowe MM1-6, TR 1&2 Rowe, R-74 Rowe, 
Rock-Ola 442, 444, 446, 450, 454, 460, Wurlitzer 1015, 
1050, 3700, 3200 & 3600, 7500 jukeboxes, or any other 
phonographs. BALLY’S JOKR’S WILD, TWIN JOKER, 
8-Ball, Midway's Wheels 1 & 2 [need not be in 
working order, just all parts], Midway Space 
Invaders, Lguna Racer [upright], Racer #11 [small 
Wheels]. Bally solid-state pinball. Bally Bow & 
Arrow, Williams FLASH. Atari's Indy 8, Super Bug, 
Football, & NSM Prestige 160, Prestige “E”, Century 
21, any Valley pool tables or bumper pool tables. 
WILL BUY ANTIQUE SLOT MACHINES. call or write: 
TAYLOR SALES, 2208 Deschaumes, Houston, TX 
71026. Tel.: 713/222-7747. 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


° automatic stop 

° innexpensive 

* coin tray support 
¢ bag holder 

° fast 

° only 9 pounds 

¢ long lasting 


R.H. BELAM CO., INC. 
51 Madison Ave., 
New York, N.Y. 10010 
212/689-5633 
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ACQUISITIONS: CIG’S, MUSIC & GAMES 


I am seeking a national or major vending company that is looking for 
acquisitions or mergers in the N.E. or Greater Boston Area. Principal of 
local vending company with much experience desires to put together a 
packaae which could result in the largest cig. music & game operation in 
the N.E. Principal has experience in all facets of vending, acquisitions, 
sales, operations, equipment, management/labor relations, public 


relations, vending legislation, etc. and feels that now is the correct time to 
consolidate many smaller operations into one large and _ profitable 


package. Will start with acquisition of principal’s own company. Last year’s 
sales of cig’s music & games of 700M/ plus with gross profit of 200M/ plus. 
Have knowledge and contacts of many other similar vending operations in 
general area which could be available under the proper conditions. Will 
use experience and contact in expediting a program of acquisitions and 
mergers in order to put package together. Experienced management and 
operational personnel are also available to handle the day to day work 
necessary to finalize program. If interested please write to Dept. MY1, c/o 
PLAY METER, P.O. Box 24170, New Orleans, LA 70184. All inquiries 
will be answered. 


BUSINESS CLOSEOUT SALE. COCKTAIL TABLE 
VIDEO GAMES 21's, Blockbuster, TeleTennis at 
astounding savings. Write: ACTION GAMES, 1118 
Ceape St., Oshkosh, WI 54901 or CALL [414] 235-2670 or 
426-1963 or 589-4182. 


Beach, Florida 32018. 


WANTER: Experienced Arcade mechanic. Oceanside 
Amusements, Inc., 24 N. Ocean Ave., Daytona 


SCHOOL FOR GAMES & MUSIC one to three week 
courses. Phono-videos, electro-mech and _ logic 
flippers. By schematics! CAL’S COIN COLLEGE, P.O. 
Box 810, Nicoma Park, Oklahoma 73066. Tel.: 
405/769-5343. 


AUTO PHOTO, COIN OPERA- 
TED AUTOMATIC PHOTO 
machines. We buy and sell. We 
offer chemicals, photo paper 
and all parts. Shipments made 
same day orders are received. 


Best prices guaranteed. 


HANNA MFG. CORP. 
Waterville, N.Y. 13480 
Tel. 315 /841-4112 
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‘Jenkins, to err is human, 
but to forgive is not company policy?’ 


Mm 


lI} @ |! 
wl 


ee The opening days of spring gave PLAY METER 6 first. ever 
Amusement Operators Expo a warm reception in New Orleans Maren 20-22. 
New games for the year debuted, and some trends for the new decade 
were indicated. Attendance was marked from a wide area of the United 
States, Canada, and abroad. 

Fifty-five exhibits occupied 140 booths in the Imperial Ballroom 
of the elegant Fairmont Hotel. Each pinball manufacturer took the 
wraps off a new game, including Williams with Firepower; Stern with 
Ali; Gottlieb, Circus; Game Plan, Super Nova; and Bally, Space 
Invaders. 

Top videos at the show were headlined bi hap OFF by CinematronLes => 
as well as Astro Fighter by Data East (licensed to Gremlin in tre 
upright configuration), Universal's Cosmic Alien, Exidy's Bandido, 
and Taito's Lunar Rescue. 

"Tt was an operators' show, which was our ait,” said PLAY 
METER Editor and Publisher Ralph C. Lally II. Interest in seminar 
sessions, he noted, was very high. 

A total of 400 operators took advantage of the seminar program 
that was offered. Topics of high interest included depreciation, 
negotiating commissions, business forms and record keeping, shopping 
center leasing, marketing tactics for the arcade operator, technical 
trouble shooting, token operations, business methods, and promotional 
ideas. 

Lallv announced that the AMusement Operators Expo for next year 
will again be staged in New Orleans because, as he said, "the response 
of attendees to the show was overwhelmingly in favor of returning 
to “his City for LHe Next Show 6d scis ce See e aS eee Re Se SSS ee oe 


ib si ceva Unconfirmed reports indicate ASCAP has set down en masse on 
jukebox operators in the Midwest. According to at least source, 
several operators who are not in compliance with the eExlsting yvukebox 
copyright law have been hit with large daw Ge Le Sere eke ee ao me Oe 


of taxing coin-operated amusement devices S250 per year per 
a ws ce ae Ale A RE Be EE BS Ee ee Oe ee OR ees 
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Atlanta 
200 electronic 


Ask your nearest agent 


Lovell Company, 637 Broadway S.E., Albuquerque, N. Mex. 87102 
Bilotta Distributing Co., Route 31 East, Newark, N.Y. 14513 

Coin Machines Sales, 1450 W. Evans, Denver, Col. 80233 

Caribex International Co., 4139 N.W. 132nd Str, Opa Locka, Fla 33054 
Lew Jones Distr. Co., 1311 North Capitol Ave., Indianapolis, Ind. 46202 
Roth Novelty Comp., 333 North Pennsylvania Ave., Wilkes-Barre, Pa 18701 
Southern Music Comp., 503 West Central Blvd., Orlando, Florida 
Central Distributing Co., 3814 Farnam Str, Omaha, Nebr. 68131 

Bay Coin Sales Inc., 132-10 Jamaica Avenue Queens, New York 11418 
Worth Coin Inc., 4441 Park Blvd., San Diego, Ca. 92116 

United Distributors Inc., 420 South Seneca, Wichita, Kansas 67203 


OR: Deutsche Wurlitzer GmbH - D-4971 Hullhorst/W-Germany 


means Music to millions® Postfach 1160 - Telefon (05744) 1001 - Telex 0972122 


